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O SHELF-WARMERS, these. Columbia Dry 

Batteries sell fast. Through the months they 

pile up nice profits. Look up your own records and 
you'll be surprised. Quick turnover—easy sales. 


“Give me a Columbia Dry Cell,” says the customer. 
Often it’s two, three or more. Put Columbias on the 
counter, in your window, and make sure you have 
plenty in stock—they’ll sell fast. 


Things jump when Columbias get on the job. 
They give real life to bells and buzzers. Engines 
just can’t talk back to their compelling sparks. Sell 
Columbia Ignitors and Columbia Hot Shots. 


Ask your jobber. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc., New York, San Francisco 


Canadian National Carbon Company, Limited. Factory and Offices: Toronto, Ontario 





SALESMEN: A great 
national advertising cam- 
paign is helping dealers 
sell Columbia Batteries. 
And intensive advertising 
in all the important trade 
magazines is helping you 
sell Columbias to the 
dealers. This is a re- 
production of the current 
advertisement in trade 
papers. 
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N planning the contents of this 

magazine we have in mind the 
interests of the stock men and 
counter men as well as those of the 
men in other departments of the 
business. It is notably true of the 
jobbing business that the sales force 
is largely recruited from these de- 
partments, and also there is hardly 
a high power executive who does not 
point with pride to the fact that he 
grew in the business from the ground 
up. 

Therefore this editorial department 
particularly desires to secure from 
the men who are connected with 
shipping, warehouse. and _ counter 
activities first hand information con- 
cerning their methods of doing 
things—short cut ways of bettering 
service or increasing. business gen- 
erally. One good letter from such 
a man telling how he does it is 
worth columns written by someone 
who can only sit and theorize. Are 
you willing to contribute out of 
your experience? The other day we 
read of a shipwrecked man who wrote 
his will on a plank. If you were to 
send us your ideas on the side of a 
packing case we could use them, al- 
though it would be better to use 
paper. The main thing, however, is 
ideas, They are what make the 
world go round. Let’s have yours. 

* +. + 

LD time stuff is coming in most 

gratifyingly—by that we mean 
the pictures of jobbers and their 
establishments in the early days. 
Already there are sufficient for 
a highly interesting, not to say 
amusing, department for the June 
issue. ‘The pictures date back to 
early tintypes, old and battered with 
age. There will be room for all, 
however, and we hope for your con- 
tinued interest in the subject. Not 
very many photographs of _ the 
buildings and interiors of 25 or 30 
years ago are yet in evidence and 
photographs of that kind are now 
most needed to balance up the depart- 
ment. 
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Standard Sizes of CONDUITS for the Installation of Wires and Cables 


ADOPTED AND RECOMMENDED BY 
THE NATIONAL ELECTRICAL CONTRACTORS ASSOCIATION OF THE UNITED STATES 
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Make certain on eo 
every wiring job e 
with this free o 
Chart. Just slip ° 

thiscoupon in the Ps 
mail now; that’s ° 


all you need todo. re 











HAT size of conduit? What about elbows? Ques- 
tions instantly and authoritatively settled for any 
job where rigid conduit is to be installed. 


This Chart hangs on the wall as handy as a calendar- — 


and as necessary when wiring must be figured. PY 4 
° 
It is a quiet reminder of Sherarduct—the Rigid Se National 
Conduit. The Chart is free, and so intensely practical oe Metal Molding 
you will regularly use it. af Company 
F Pittsburgh, Pa. 


Please send free Chart of 
Standard Sizes of Conduits. 


National Metal Molding Company 


WORLD’S LARGEST PRODUCERS OF ELECTRICAL [Monit oxooucrs) 
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On the Subject of Questionnaires 


REQUENTLY the readers of THE 

J OBBER’S SALESMAN are asked to contribute 

information or statistical matter for use in 
this office. This is usually sought in the form 
of answers to specific questions, as set forth in 
a questionnaire, or it may be that a letter is 
asked for on,some subject under discussion. 
Response from the jobbers is as a rule very 
gratifying and always results in the collection 
of data, which, when later presented, are of 
value to the jobbing industry as a whole. 

This is to thank you for your past co-opera- 
tion in these matters and to solicit an even 
greater measure of response in the future. We 
in turn will not try to make these requests bur- 
densome and to confine them to subjects which 
are of the most general interest. 

There are many things about the electrical 
jobbers and the important work which they are 
performing collectively that ought to be told to 
the world. To present the jobbers’ works in 
their proper light and with authority is one of 
the functions of this publication. To present 
them in the form of generalities is of little 
value. One man’s guess is as good as another’s. 

Substantiating figures or opinions from a 
representative number are necessary to give 
authority to any pronouncement. Hence the 
questionnaires that are quite frequently sent to 
vou. 

With only about 500 jobbers in the field, 
every one of you who performs this little “social 
duty” when asked to respond to the ques- 
tionnaires contributes one-fifth of one per cent 
toward enabling us to make a 100 per cent 
accurate survey of the field. And the field, due 
to rapidly changing conditions, needs continual 
surveying and re-surveying. 

* * * 


Eternal Vigilance 
HE OTHER night in a hotel lobby a 


man was orating to a group in a loud voice 

and with considerable effect. He was 
drawing a lesson from the Roman Empire 
something in this fashion: “Took at the Roman 
Empire and how it flourished under the prin- 
ciples laid down by Augustus Caesar! But 
observe what happened when the people broke 
away from these principles. They became 
pleasure-loving, lustful and degenerate. And 
when they became all of these things the great 
Empire came falling about their ears—that 
noble Empire, built up by the Caesars and 


wrecked by the Caesars. Gentlemen, that is 
what is happening to this country today. We 
are pleasure-mad, jazz-mad and money-mad. 
This country is going down, down I tell you, 
to the tune of Nero’s fiddle!’ He paused at 
the climax, there was the broken momentary 
silence and then a sad-faced travelling man 
piped up—“We got the Supreme Court. 
Nothing’s going to happen much s’longs we got 
the Supreme Court.” 

It may be a far cry from the Supreme Court 
to the subject of radio—the merchandising of 
radio. Radio represents a tremendous amount 
of business. It is business that belongs pri- 
marily in the electrical field—to the electrical 
jobber. But because it is a thing that interests 
the general public and appeals to the popular 
fancy, there is a wild scramble on the part of 
other than electrical interests to partake of the 
profits. There are other kinds of jobbers and 
other kinds of dealers than electrical who are 
rapidly digging in. Not that they haven’t any 
license to do so or that they are not entitled 
logicially to handle it. But their very desire 
simply goes to prove the desirability of the 
business. The point is that the electrical job- 
ber was there first. He is highly respected by 
the manufacturer and by eternal vigilance and 
progressive merchandising methods he can keep 
at the head of the procession. But may the 
ghosts of the Caesars help him if he for one 
moment falls back on the theory that he does 
not need to worry because “we got a Supreme 
Court.” If he does his remains will be broad- 
casted from Moscow to Honolulu. 


‘‘Radio All Summer Long”’ 
Ti MUCH attention cannot be given to 
t 


his summer’s radio sales. By united effort 
on the part of all factors in the trade the 
usual summer slump can in a large measure be 
avoided. The slogan “Radio All Summer 
Long” has been adopted by eastern manufac- 
turers, jobbers and dealers. It exactly hits the 
spot and at the rate they are getting behind it 
will be of great assistance in bolstering up sum- 
mer business—something definite about which 
to crystallize sales efforts. Among other things 
that many of them are doing is to put this slogan 
at the bottom of every letter and every piece of 
printed matter that they send out. ; 
This slogan should be adopted nationally. 
Let everyone get back of it—‘‘Radio All Sum- 
mer Long.” 
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Liberty Hot 


Spot contains 
Nichrome heating element and was tested before ship- 
ment and found to be free from defects in material 
Should it prove defective within 
one year from date of purchase, it may be returned to 
the manufacturer for free service, postage prepaid. En- 
close stamps for return postage. 
The values built into this Liberty Hot Spot are so 
great and the margin of profit so small that it is 
possible to guarantee it only when sold at the estab- 
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EHIND the Liberty Hot Spot—a writ- 

ten guarantee. Behind this guarantee— 
the world’s largest exclusive makers of elec- 
trical hot plates. Behind this corporation— 
successful business men. Men who know that 
their products are only profitable so long as 
they give real service. Men who realize that 
a dividend-paying business—your business and 
their business—is reared only on a foundation 
of continued merit. Men 
who have, in only thirty 
months built a nation-wide, 
enviable reputation. Men 
who want that reputation to 
be their biggest asset. 


Remember this when you 
think of the Liberty Line of 
Hot Plates. 


every home. 


Remember it, too, when you 
are offered a cheap, inferior 
hot plate that is sold on the 
basis of a quick “clean-up” 
—an appliance that’s here 


today, gone tomorrow. 
able handle. 


The now famous Liberty 
Line is in a class of its own 
—there’s a type to meet 
every need. Liberty repre- 
sents the biggest value for 
the money ever offered. Not 
“cheap” products, but rea- 
sonably priced because of 
careful designing, proper 
equipment, volume produc- 
tion—and large distribution. 


Hot Spot, the leader of this 
Liberty Line, has all the 
needed elements of a VOL- 
UME producer; but without 
the “kick-backs.” That’s 




















Hot-Spot—and 
Its ‘Broad Utility 


An indispensable electrical aid that 
attaches to any outlet—needed in 


Percolates, boils, fries or toasts; 
hot water for shaving, delicious 
coffee and crisp bacon for break- 
fast; afternoon tea or evening 
fudge party in the livingroom; 
heats baby’s milk or croup kettle 
in the bedroom. 
venient in basement or garage. 


The Liberty Hot Spot is built of 
steel, beautifully nickeled genuine 
Nickel Chrome heating element; 
6-foot heater cord; standard two- 
piece attachment plug and detach- 
Guaranteed one year. 


$3.85 retail 


(W. of R. $4.20) 


Unusually con- 
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why Hot Spot should be the Aristocrat of your 
Dealer’s Sales Counter—keep it displayed on 
their shelves—see that it is in their windows. 


Institute 


Your firm carries the complete Liberty Line— 
the ONLY time-tried, satisfactory, guaran- 
teed Hot Plates that retail from $2.50 up to 
$16.65—and nationally advertised! 


Do you know all that the 
Liberty Line means to your 
trade? Ask your Sales 
Manager about the special 
60-day combination Lib- 
erty offer. Get these details 
today—and tomorrow watch 
your orders jump! 






Ask him now! 


The Liberty Gauge 
& Instrument Co. 


(The World’s Largest Exclusive 
Makers of Electrical Hot Plates) 


6545 Carnegie Ave. 
Cleveland, Ohio 


New York Office, 114-118 Liberty St., 
New York City 


Pacific Coast Office, 216 Byrne Bldg., 
Los Angeles, , 


Liberty 
Hot Plates 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Putting the Quality Idea Across 


Fallacy of the Words “Or Equal” in Specifications. 


How the Jobber’s 


Salesman Can Improve the Condition of His Contractors 


By W. R. HERSTEIN 


HE article in the February issue of THe JosBer’s 
SaLEsMAN upon the subject of “The Words ‘Or 


Equal’ in Specifications,’ emphasizes a point of 


considerable interest to manufacturers, jobbers and re- 


tailers of electrical supplies. The 


high degree of 


excellence in the quality of electrical products, and their 


remarkably low cost in comparison with other necessities 


and conveniences, have been attained 
only by the conscientious and unre- 
mitting efforts of those leaders in the 
industry whose far sighted vision 
held them to a rigid standard of 
quality on their own part, and a 
determined effort to hold their com- 
petitors to the same standards. Their 
success in this has been gratifying, 
but has not met with the degree of 
fullness to which their efforts entitle 
them, partly by reason of restrictive 
and drastic interpretations 
thereof; partly by the activities of 


laws 


manufacturers competing on the basis 
of price rather than of 
largely through lack of information 
on the part of architects and build- 
ers; and to some extent through the 
operation of the Underwriters’ Labo- 


quality ; 


ratories. 

Notwithstanding these handicaps, 
considerable progress has been made, 
and is in the making, and there is 





W. R. Herstein 


no reason to feel that constructive work in the educa- 


tion of the public is of doubtful value. 


It is difficult, 


of course, to draw the line between materials of merit 
and their opposite; nor can a difference in price always 


be taken as indicative of a difference in quality. 
ever, while the article above referred to embraces all 


How- 


lines of building commodities, electrical house wiring 
products can be narrowed down to limits where it is 
practical to separate the good from the indifferent, and 
there is no reason why an architect, engineer or builder 
should not secure for his client exactly what the client 
requires. 

It is to be admitted, of course, that there are demands 
for differences in quality—or, at least, 
differences in  price,—of_ electrical 
products, just as exists in clothing or 
cigars. Electrical wiring, however, 
is such an insignificant part of the 
total cost of a building that even if 
its cost were doubled, the building's 
cost would be increased almost im- 
perceptibly. There is no such thing, 
though, as this large discrepancy in 
the price of electrical materials, and 
it is quite probable that the difference 
between wiring, say, a six-room 
bungalow, with the best or with the 
cheapest obtainable materials, would 


dollars. 


Similarly, on a building whose cost 


not exceed five or six 


might run to a quarter of a million, 
and where the contract for wiring is, 
say, $10,000 to $15,000, the wiring 
cost could not be lowered, by using 
material of the most doubtful charac- 
ter, more than a few hundred dollars; 
an amount totally 
justify jeopardizing the safety and permanence of the 
equipment. This fact, once generally understood, would, 


insufficient to 


it seems, impose an obligation upon all self-respecting 
architects to acquaint themselves with the varying de- 
grees of quality in electrical goods, and to safeguard 
their clients against the possibility of being “penny 
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wise, pound foolish” when it comes to their choice of 
materials. 

The words “or equal” have no place, therefore, in 
electrical specifications. Indeed, their use implies a lack 
of due care or of good faith, since few architects or con- 
tractors have the equipment necessary for making the 
tests necessary to ascertain whether the requirement “or 
equal” has been met. The phrase, at best, can only give 
a strategic advantage in the event of a lawsuit, and even 
would be of doubtful 
view of the 


then 


value in well- 













bearing the Label. 
been more damaging to the industry than this regrettable 
fallacy, that the Underwriters’ Label is a guarantee of 
quality. It does not pretend, and never was intended, 
to imply more than the approval of the material from 
the standpoint of fire hazard. No effort is made to pro- 
nounce upon the efficiency or wearing quality of the 
product other than as an insurance risk. With this in 
mind, it should be no great task of salesmanship on the 
part of a manufacturer to 
teach the public to discrimi- 


Quite probably no one thing has 





known contradictory character 
of expert testimony. 

A far surer method would 
be to state by name the dif- 
ferent manufacturers 
products would be acceptable. 
On the important items of con- 
duits and fittings, wires and 
switch and 
and “schedule 
terial,’ every electrical man 
the names of those 
manufacturers whose 


whose 


cables, panel 


boards, ma- 
knows 
goods 
standard. 


not so 


are recognized as 
These names are 
numerous that they cannot be 
set out in the body of the 
specifications without the ad- 
dition of too much verbiage, 
and surely the interest of the 
builder is of sufficient impor- 
justify extra 
work involved in the enumera- 
While it is quite likely 
that the names of all eligible 


tral station 


tance to any 


contractors 


tion. 





? electrical contractors are to 
realize a profit from their ef- 
forts, they must make up their 
minds that work is not always to 
be done by the lowest bidder. 
Enterprising missionary work 
on the part of jobbers’ salesmen 
and factory representatives, if 
energetically followed up by the 
contractors themselves, will di- 
vert the minds of builders, en- 
gineers and architects from the 
sole question of price. 
also has here a 
clearly defined duty in educating 
its public as regards quality 
work, lest it become the reposi- 
tory of the sins of bankrupt 
and bearer of the 
burdens which belong to them. 


nate in goods intended to be 
installed for the life of the 
building, between those which 
have real merit and a respon- 
sible producer, and_ those 
whose only recommendation is 
that of a safe fire risk. When 
this distinction is pointed out 
clearly to architects and engi- 
neers, it will be easier to have 
them limit by name the manu- 
facturers whose products they 
are willing to accept on bids. 
A popular notion exists in 
the industry, and likely out- 
side, that the difference in 
quality between the different 
makes of approved wiring de- 
vices is over-emphasized, or, in 
the language of the street, 
“bunk.” Quite probably no 
great difference exists, as be- 
tween conduit and fittings, and 
possibly not much more be- 
tween the different makes of 


The cen- 








manufacturers would never be 
mentioned: in any one set of 
specifications, the number of names employed would 
doubtless always give the bidder ample opportunity to 
secure competitive prices, and the thousands of contracts 
let annually would insure a fair amount of mention to 
every enterprising and meritorious manufacturer. 

The adoption of this practice would afford free play 
to the activities of factory missionaries and jobbers’ 
The consent of an architect or engi- 
neer to use the manufacturer's name in his specifications 
would be a distinct gain and would take manufacturers 
out of the ‘“‘or equal” class. Here would be afforded the 
opportunity to alleviate the disadvantage some manu- 
facturers claim they are under in submitting to the 
levelling process of the Underwriters’ Label. 

The function of the Underwriters’ Label is badly mis- 
understood. There is unquestionably a widespread 
misconception that the Label acts as a guaranty of 
quality, and that it places on the same level all products 
to which it is applied. Manufacturers are frequently 
heard to complain that it is useless for their product to 
be of super-Label excellence and that however deserv- 
ing it may be, they can get no better price for it than 
for material which barely meets the Laboratories’ require- 
ments. Contractors as freely declare that their only 
interest lies in securing an inspector’s certificate, which 
is done with equal readiness on all brands and grades 


representatives. 


approved wire. It cannot be 
denied, however, that real 
differences in merit exists as between the several manu- 
facturers of panel boards, sockets, switches, and, in fact, 
all materials having working parts. As fire hazards, 
they perhaps all measure up to certain specifications, but 
in an endurance test in the field, any fair-minded ob- 
server will become convinced that superiority and infer- 
iority are plainly discernible. At the outset, they look 
and work alike, but within a few months wear and tear 
will begin to tell, and repair jobs commence. The writer 
has in mind his warehouse and his apartment, both of 
which were built in 1914, the warehouse with the best 
obtainable materials, and the apartment apparently with 
considerable regard to price. -The warehouse equipment 
stands today as originally installed. Repairs on the 
apartment installation began during the first year, and 
after the expiration of 10 years, every switch and key 
socket has been replaced. 

Perhaps too much of the space alloted to this article 
has been used in emphasizing the question of quality, 
and yet, if electrical contractors are to realize a profit 
from their efforts, they must make up their minds that 
work is not always to be done by being the lowest bid- 
der, and that it is possible to educate the public along 
the lines of demanding superior materials and work- 
manship, and paying a reasonable price for it. If cheap- 
ness alone is the foundation upon (Turn to Page 80) 
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More Lighting Dollars 


The Dear Public Buys Uncomplainingly Those Things in Which There Is a 


Pleasurable “Kick.” 


How to Inject That Kick into Lighting Sales 


By W. E. UNDERWOOD 


ways been willing to spend freely for the things 

that give pleasure and begrudgely for the unenjoy- 
able but necessary things. The attitude is often illogical 
—but that is the way we are built. 

Millions are spent gladly for movies, mah jong, chew- 
ing gum, gin and for junk and junketing of all kinds. 
The high cost of getting a little fun out of life doesn’t 
bother us a bit. But we holler long and loud about the 
coal bill, the light bill and every other old bill that goes 
to make up the high cost of merely keeping alive. 

Wherefore, if you have an article to sell, the wise 
course is to see if somewhere about that article there 
is not a pleasurable “kick’’ for the dear public—some- 
thing in it that arouses desire because it embodies either 
fun or creature comfort. If you can turn bread into 
cake; work into play; ennui into interest, you'll have 
plenty of eager buyers. Performing miracles like these 
does not sound easy. It isn’t easy but it is being done 
every day by many men wise in the ways of this old 
world. 

Selling books is, perhaps, the most godforsaken job 
on earth. The common garden variety of book agent 
is a pariah whose soeial status is 32 degrees F. 
below that of the dog-catcher. Yet, the several corre- 
spondence schools are nothing more than glorified book 
agents. They have printed knowledge to unload at so 
many dollars per set of books. But that is not what 
sell you, not by a jugful! They sell you the 


| TROM the time of Adam, the human race has al- 


they 


UH: 





pleasure of rising to a better job with a fatter pay en- 
velope. More power to them. Jordan sells neither horse 
power nor miles per gallon, but rather the fun of seeing 
the scenery. Woodbury sells not soap but the desire for 
“a skin you love to touch.” 

The same good idea can and has been applied to the 
selling of things electrical. We know from experience 
that it is far more profitable to sell better lighting than 
it is to sell lamps, sockets, wire, etc. Better home light- 
ing has an appeal to the public—it can be easily visual- 
ized in terms of added comfort and pleasure; those 
things for which people everywhere will pay generously 
and gladly. But, lamps, sockets and wire, in themselves, 
have no more appeal than a dose of cod liver oil. 

If there is no appeal, we can sell just the minimum 
amount of home lighting equipment. We'll sell only 
what the public cannot avoid buying—the least amount 
necessary for new homes and the least amount necessary 
for renewal purposes. On that basis we cannot hope to 
get lamps of more than 50 watts into the home, one or 
two convenience outlets, a little cheap glassware and a 
few cheap fixtures or one or two portables. 

Nobody puts in a new kitchen lighting unit because 
he or she fell in love with the equipment. The idea 
of the added comfort and convenience of better light 
makes the sale every time. Nobody buys a 200-watt 
lamp in a floor portable because he craves to see the 
monthly light bill increased. He buys in spite of this 


disadvantage because he visualizes more cheer and 
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happiness in his living room as the result of better light. 

Riffle over the pages of The Saturday Evening Post, 
The Ladies Home Journal or any of the popular maga- 
zines in which manufacturers of lighting equipment 
spend good money to adver- 
tise. What is the nature of 


simply by getting him to thinking and working along 
the line of selling better light. 

Here’s a true story and, as the hair restorer folks say, 
we can prove it by furnishing names and addresses on 
request. A lady, poor but 
married, recently talked to a 





these advertisements? Do they 
tell of the mechanical features 
of the product? Not at all! 
They sell the comfort and con- 
venience of better light. Men- 
tion of the products is 
secondary—just enough to im- 
press the product on_ the 
reader's mind after his inter- 
est in better light has been 
aroused. You see an adver- 
tisement showing a well 
lighted living room with a 


few vivid, heart-warming 
words that make you want 
your living: room better 


lighted. The product? Ah, yes 
—a Mazda lamp down in the 
corner quite small and the 
name of the manufacturer. 


And the same sort of adver- 


ago. 





O transform the electrical 

retailer into a merchandiser 
of better light is an outstanding 
job to be done by the jobber 
salesman. He is the only man 
who can “Carry the Message to 
Garcia” —the only one who has 
personal contact with the dealer. 
Little by little, on every call, the 
new thoughts can be implanted 
and the dealer can be helped to 
get the lighting earmarks on his 
store. If there were any way to 
accomplish the result, other than 
through the jobber’s salesman, 
it would have been found long 


home lighting expert whom 
she met at a party and he told 
her something about light and 
how to make her living room 
more pleasant and attractive 
with light. He told her spe- 
cifically what she could do for 
eleven dollars invested in 
lamps and shades. She got all 
steamed up, robbed the baby’s 
bank and hied her to the near- 
est electrical store. First she 
asked for some white Mazda 
lamps. The dealer had none 
on display. 

Sez he, “Yes, we got a few 
somewheres, but what’s the 
matter with these here 40-watt 
lamps? They don’t take so 
much juice.” 

“Oh,” responds Madam, “I 








tising is carried on by many 
other lighting equipment 
makers—such products as lighting glassware, portable 
lamps, fixtures, two way plugs, and a raft of other equip- 
ment. These manufacturers advertise in this way be- 
cause they know that it pays to sell a result rather than 
a means to the result. It pays to sell better light, know- 
ing that converting people to the cause of better light 
is the surest way to the sale of lighting equipment. 
Who is it up to? Who is going to sell better light? 
There should be four people in the picture; the 
retailer, you, the manufacturer and the central station 
man. But, frankly there is a difference between the 
picture as it should be and as it is. 
wrong with this picture. 


There is something 
It contains excellent likenesses 
of the manufacturer and the central station man but the 
two blank faces are you and the retailer. You two 
But it is said 
by some that your identity is as yet not clearly defined. 

Mighty few dealers are selling better light because 
mighty few jobbers’ salesmen are selling the idea to 
dealers. And no other practical way is known of getting 
this merchandising thought over to the dealer so that 
he will apply it. 


should appear arm in arm—“all there.” 


The manufacturer is constantly send- 
ing him reams of printed stuff in an attempt to make 
him see the profit in this broader guaged way of selling. 
A certain amount of it gets passive acceptance. En- 
thusiastic action can come only from word of mouth, 
heart to heart salesmanship which only you can give. 
give. 

It is very easy, with a whole book full of commodities 
to sell, for you to think only in terms of these com- 
modities. You can very easily fail to see the forest be- 
cause of the trees. Yet it is within your power to 
double and triple and multiply indefinitely the dealer’s 
sale of lighting equipment, and, therefore your own, 


was told that white lamps are 
what I need in my living room. 
Why, the lighting people recommend them in all their 
advertising.” 

And the dealer, with the wise look of a Solomon, says. 
“Yeh, I know, but that’s just advertising.” 

Blooey! Plunk! Punctured! Sunk without a trace! 
Goodbye eleven dollar sale. The lady, being fairly 
nervy, did insist on one white lamp and accepted one 40. 

This honestly is a true story and it happened in 1924 
A. D. Perhaps it is an extreme case but there are many, 
many dealers like this one. He isn’t soured on the 
world. He wants to sell all he can. And he is nobody’s 
fool. We simply haven’t got the big idea over to him, 
that’s all. The loss of that eleven dollar sale and a mil- 
lion more like it is as surely a loss to the jobber as it 
is to the dealer. And, in this case, if you want to know 
who was most at fault, you can pin a good share of it 
on the jobber’s salesman who sells this dealer. 

To get down to cases, let’s draw a picture of the 
dealer who is really selling better lighting. The minute 
you see his store you know it is a place where lighting 
is sold. The story is told by a sign, a beacon or some 
identifying mark that flags your eye from afar. In his 
window is always something prominently displayed 
which says, in effect, “Right, this is the place for better 
light.” Once inside his store, the customer is again im- 
pressed with the evidence that this is a lighting store. 
he sees a lamp demonstrator on the counter; packages 
of lighting equipment on the shelves; a chart on the 
wall, showing proper lamps to use with various types of 
fixtures; then, a vista, perhaps, of a display room for 
fixtures, lighting glassware and portable lamps. 

If the dealer is busy serving someone else, what is 
more natural than for the customer to look at the lamps 
in the demonstrator? (Turn to Page 86) 
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“Radio All Summer Long”’ 


Prospects for Summer Sales Better Than Formerly—Ways in Which to 
Meet the Bugaboo of the Summer Slump 


has been evident a gradual evolution toward a de- 

cided betterment in the general radio situation. 
The character of the merchants is better than it was a 
year ago. 
turers as a whole. 
facilities for merchandising the line, including proper 
demonstration, the desired results are sure to obtain. For 
the demand is still there 


‘ THE careful observer during the past year there 


The same may also be said of the manufac- 
If a merchant provides the proper 





increasing rather than de- 
creasing. 

Heretofore there has been a dropping down in the 
sales curve during the summer months, It is natural for 
this to occur. It is characteristic of most other electrical 
products and appliances. 
that in the past the drop in radio has been too marked. 
But this coming summer is going to see a decided change 
in this respect because of several very definite reasons. 


The main trouble has been 


Foremost among these is the fact that the various 
factors in the merchandising of radio are taking steps 
in time to make this a radio summer. Manufacturers, 
distributors and dealers alike are realizing better than 
they did a year ago that the bugaboo 


of static is to a considerable degree in 


to crystallize a more definite merchandising movement. 
It would seem that the function of the electrical and 
radio jobbers and their salesmen is to instill into the 
minds of their dealer trade that now is the time to do 
some advertising and to make extra efforts rather than 
to sit back and wait for a slump. In that case the 
slump becomes inevitable. You may be met with the 
old, worn-out argument that “what is the use of spend- 
ing money on advertising at such a time when the same 
money will bring twice as great results if it is spent 
two or three months later?” The answer is that if the 
advertising and effort can be made to pay a profit 
and they certainly can—during the summer months. 
that is all that is necessary to meet the situation. Why 
wait? The extra money and effort spent later on, on 
top of a then rising curve of demand, only serves to 
accentuate the peaks and valleys instead of helping to 
even up the demand over the year. And moreover it 
has been the experience thus far in the brief history 
of radio that demand so created during the seasons 
of brisk trade in many cases is a boomerang, because of 
inability .to secure from the overbur- 
dened manufacturer the necessary equip- 





the minds of the prospective purchasers 
rather than in the equipment itself. 
Also the argument that the people will 
not “play with radio” during the hot 
weather holds good only to a degree, 
and that degree is nowhere near as great 
as has generally been surmised. That 
part of the trade that walks into the 
door and begs to buy may not be as 
active in July and August as it is in 
February, but there are ways of seek- 
ing out the trade which when followed 
out are going to very materially flatten 
out the summer depression curve. 

The title of this article—‘‘Radio All 
Summer Long” is a slogan which has 
been adopted by radio manufacturers, 
jobbers and dealers in the East, particu- 
larly in New York City. They are 
getting behind ‘it with an enthusiasm 
that predicts results. This or a similar 
one could well be adopted throughout 
the country as something about which 








































































ment and accessories to meet it. 

Drill into the minds of the dealer 
trade on every call and in every letter 
or piece of mail matter that goes out to 
them certain fundamental reasons why 
this can summer. 
These reasons are set forth in the table 
on the next page in brief and concise 


be made a radio 


form so that the salesman may memo- 
rize them if need be. 

It happens that in the case of several 
prominent men connected with radio 
merchandising, who were asked to con- 
tribute their suggestions on this impor- 
tant subject of summer sales, that they 
all hit upon almost exaetly the same set 
of reasons or arguments. These might 
be called the “Big Eight” in summer 
merchandising. 

In regard to broadcasting, it is cer- 
tain that the situation is fundamentally 
much better than it was a year ago. In 
another part of this issue will be found 
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an account of a remarkable achievement in this line— 
the greatest broadcasting feat to date. A radio relay or 
repeating system was operated successfully over a dis- 
tance of more than 7,000 miles, from San Francisco to 
London, bringing in a vast area of a million and a half 
square miles, containing over 50,000,000 people with sets 
as possible listeners. With things like this in the air and 
other new developments in store, the radio fan is not 
going to spend from June to August wholly and entirely 
in the flivver. 

Coupled with better and more powerful broadcasting 
comes the increased sensitiveness and selectivity of the 
sets that are available today over those of even a year 
ago. You and your dealers have better and more sat- 
isfactory equipment to sell, and generally speaking at a 
considerably lower price than in former years. 

Many dealers will tell you that they are planning to 
concentrate upon portable sets to counteract in a meas- 
ure the outdoor tendencies of the American public. Last 
vear these sets were coming into vogue for the first time 
and were looked upon more or less as an experiment of 
doubtful possibilities. But the radio public took to 
them and with the much better equipment offered today 
it is certain that this feature is going to add materially 
to summer selling, as the dealer begins to push these sets. 
The broadcasting of outdoor sports, and this includes 
practically all outdoor events, has added interest for 
the outdoor man—this man who is supposed to go away 
and leave his radio behind for a period of two months 
or more. The very fact that he is interested in outdoor 
life would indicate that wherever he is he will wish to 
have available the news of other outdoor men. And it 
is working out that way. 

Herbert Hoover made the statement a short time ago 
that radio is now an incident in the daily life of every 
American family, which is a very important and sig- 
nificant statement. If it has reached that stage, then 
radio most certainly is an incident in summer life as well 
as at any other time of the year, and the appeal can be 
made just as effectively at that time as at any other. 


There is an added incentive this year for summer buy- 
ing because of its being presidential election year. Cam- 
paigning will be carried on very largely by radio. Pro- 
ceedings of the Republican and Democratic conventions 
will be broadcasted—those great meetings that almost 
any American citizen would give his so to speak shirt to 
sit in on. Whatever the average American may think 
of his public servants after they are in office, the period 
of their examination and selection is one of great excite- 
ment—and this is the first presidential election campaign 
carried on under the universal ear of radio—don’t forget 
that. or let your dealers forget it. 

And in regard to that great matter of controversy- 
static. It is a word that early came into use and was 
grasped by the untutored public as something that pre- 
vailed only during the summer and made the satisfac- 
tory use of receiving sets impossible. It has been great- 
ly exaggerated as far as its summer activities are con- 
cerned. As a matter of fact it exists in the winter as 
well as in summer. Moreover, many of the squeals and 
squawks heard in a set in summer and which are at once 
set down as being caused by static are the results of a 
loose connection or run down batteries, or of some enter- 
prising “Radiohowl” operating his receiver in the vicin- 
ity in competition with the regularly established broad- 
casting stations. It is a matter of education—the curing 
of the many erroneous impressions that have gone out 
to the public concerning this so called evil and the time 
that the dealer can most effectively do this educational 
work is at the time when the public thinks that these 
evils are imminent. A campaign of education carried 
on by the dealer in January to tell his public of the 
many fallacies in connection with summer static is like 
telling them to buy their Christmas presents in July. 
The time to do that kind of work is now. 

The answer to this summer radio sales question is 
“more thought, more money, more work.” 
get your dealers to analyze, advertise and energize there 
will not be any serious summer slump, and that is the 
task that confronts you. 


If you can 





The “Big Eight” in 


(1) Increased power of broadcasting sta- 
tions, affording excellent loud speaker oper- 
ation 365 days in a vear. 


(2) Improvements in receiving sets, per- 
mitting reception from greater distances 
during all seasons. 


(3) Portability of the new types of receiv- 
ers which will increase the popularity of 
radio during the summer months. 


(4) Increased interest in outdoor sports 
and the broadcasting of all important sport- 
ing events. 





Summer Radio Sales 


(5) Presidential election, campaigning 
and broadeasting the speeches at national 
conventions. 


(6) Both sets and tubes are considerably 
lower in price than in former years. 


(7) Radio an incident in the daily life of 
every American family. Hoover makes this 
statement. 


(8) Public is being educated in regard to 
the bugaboo of summer static. It exists in 
winter but nothing heard of it. New types 


of receivers have reduced the interference. 
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Go-Getters and Don’t-Getters 





who was 
always cheerful, no matter what business condi- 
tions were like in his territory. 
into the house the sales manager knew Sam would come 
in with a smile and if he had been unable to send in 


orders up to the usual amount, he’d make no complaint, 


ig eee was the case of Sam Sherman 


When he came 


but claim he’d get ‘em next time. And next time he 
usually did get them. 

And there was Percy Peterson, the boss’ nephew, 
who was always kicking about his territory. Business 
was never good enough to suit him. 
some kind of an alibi. 
bought from some competitor or there was a strike in 


this or that city, or weather conditions had killed busi- 


He always had 
Either his customers had just 


ness, or crops were a failure and the dealers were not 
buying. He never got quite enough business to pay 
a profit on his services. 

“Do you know what I’m going to do?” the sales 
“You have had a lot to say all 
the year about your territory and you have claimed that 
Sam Sherman has the only really good territory in this 
state. Well, 


you're going to have a chance to be high man yourself. 


manager asked Percy. 


You say that is why he is high man. 


I’m going to give you Sam’s territory and I’m going to 
give Sam your territory. Sam has agreed to the change 
and I’ve no doubt you will be glad to get just the route 
you have seemed to want.” 

Both salesmen started out. 
This time even Percy wore a smile that seemed to say, 
This is going 


The change was made. 


“At last ’'m going to have my chance. 
to be pretty soft for me.” 

It ought not to require very keen discernment to know 
what happened, in Percy’s case. The first time over the 
territory he gathered up a little more business than he 
would have secured on the same trip in his old territory. 
Sherman had developed a following that was favorably 
disposed toward the house. But the next trip Percy’s 
sales were down to his usual level and he was getting 
busy with his alibis. “Sherman cleaned this territory to 
the bone before he left it,” he said. 
there wasn’t going to be anything doing here any longer 
and he got the boss to make the shift and I’m the goat. 
I'm going to get out of this line and into something 
that sells.” 

Percy was no better in the best territory, or not much 


“He probably saw 


Business Slumps Come and 
Go But Total Volume the 
Country Over Does Not Vary 
15 Per Cent From Normal. 
The Don’t-Getter Crawls In- 
to His Shell—The Go-Getter 
Fights Toward the Top 


By FRANK FARRINGTON 





He was one of these 


better, than he was in the worst. 
chaps who expects business to be thrown at his head. 
I'm not sure but he would dodge it then if there was 
much of it. 

But Well, like 


Sam’s luck (to give it the name Percy would give it) 


how about Sam Sherman? Percy, 


was not changed by the shift in territory. He began 
to send in orders as soon as he got out on the road, and 
while they were not as large orders as he would have 
sent that trip from his old run, they were good sized 
orders. And the next trip they were better, and from 
then on they grew until he was sending in more business 
than he had sent from his old territory. Yes, and Percy 
was saying that he had himself worked that territory 
up to where it was just ready to produce a good business 
and then they moved him and gave it all to Sam Sher 
man! 

There always have been and there always will be 
those two classes of jobbers’ salesmen in the electrical 
field, and in every other field; the Go-Getters and the 
Don't-Getters. 
ness every trip, no matter what the general conditions or 
Men 


like Percy Peterson just peter out and don't get busi- 


Men like Sam Sherman go and get busi 
the local conditions or the activity of competition. 
ness under any conditions. 


It cannot be denied that that 
business goes up and down, that business slumps come 


conditions do vary, 
and go, but never is there a time where everybody stops 
buying, and one authority makes the statement that the 
volume of business in the United States does not vary 
more than 15 per cent from normal in either good or 
bad times. With 85 per cent of the normal trade avail- 
able, even at the worst, why should salesmen be dis 
couraged? 

When some salesmen find conditions a little adverse 
on their trip, they look sour and disgruntled. They 
kick about their luck and they show by their words 
and actions that they don’t expect to get much business. 
Some salesmen, when business conditions are adverse, 
get into a worse slump than business gets into at its 
worst. They are not 15 per cent below normal, they 
are nearer 100 per cent. They drop down to the point 
where even the Salvation Army would admit that they 
They are quitters. 


are out as well as down. 
But there are other salesmen, and the electrical trade 
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is full of them, who know that though business in some 
places may be at low ebb, people are still buying and 
that the aggregate amount of business is not off much. 

The Don’t-Getter, when business conditions discour- 
age him, crawls into his shell and waits for business to 
get better. The trouble with that is that nobody comes 
to those fellows and tells them when business has im- 
proved. So they just remain there waiting, and while 
they wait, the Go-Getters gobble up their trade and 
that is the end of it for those quitters. When they wake 
up it is to find themselves relegated to the bush leagues 
of business. The Percy Petersons are all of them on 
their way into the background. They may linger a 
little in the vicinity of real activities, but it is only a 
question of a little time when they disappear from view 
and become chicken farmers or half-paid retail clerks. 

But the Go-Getter who faces a little run of dullness 
meets it with a determination to fight it out, not to sleep 
it out, and he goes after all the business there is, trying 
the harder to get a little bigger share of what is going 
in order to keep up his own level of orders. 

The salesman who lets up on his efforts when orders 
are harder to get shows very 


and what more could be done that he was omitting. 
When he found a dealer not yet sold on the radio 
proposition, he set about interesting him. He wrote him 
letters about it. He even sent him radiograms if he 
could reach him that way. He had literature sent him. 
He devoted effort to getting it through that man’s mind 
that radio has become a staple thing, that radio has come 
to stay and to be a regular part of electrical affairs just 
as much as electric light. The few dealers who had the 
thought that radio was an aside, not yet stabilized, he 
sought to convince of their mistake and to show them 
that the public are going to expect all electrical shops 
henceforth to be sources of radio service and supplies. 
Sherman was after all the business he could get from 
each man he visited, but he was keen to line up those 
men whom Percy had not seen or sold. He looked up 
the new stores, the little shops just starting. He realized 
that many of the prosperous and successful merchants of 
ten years from now are young fellows with just enough 
money today to open little and apparently inconsequental 

shops, no larger than the proverbial hole in the wall. 
Sam Sherman figured, and I am in agreement with 
him, that it is particularly 





poor judgment. I suppose he 
would, in driving his car, take 
his foot off from the accelera- 
tor when reaching a hill. At 
least that would be the same 
sort of judgment. Salesmen 
who allow themselves to slump 
in effort orders 
like pulling teeth, allow their 
their 


when come 


feelings to overcome dealers, for 


judgment. 


What Sam Sherman found 


when he went into Percy 
Peterson’s territory was that 
Japoy « . > > , 
Percy had called on _ pretty perfect balance. 


nearly all the dealers whose 
He had rarely 
and 


dealer in a city unless he could 


names he had. 
failed to go see each 
not get clear around and make 
the had decided he 
would take in leaving. But 
meant little to the 


train he 
brass tacks. 





his calls 


ALESMANSHIP 
the broad, general terms of 
representing a good house and 
selling at fair prices and good 
terms, with prompt shipment, is 
not sufficiently ballasted. Most 
instance, 
some phase of their business. 
The Go-Getter pays attention to 
such matters and sees to it that 
his customer’s business grows in 


particularly worth while to look 
after the “comers” in his field, 
even though small, instead of 
waiting until they have arrived. 
In every case he gets down to 


worth while to look after the 
comers, instead of neglecting 
them until they have arrived 
with a big, full grown store 
and stock, and have been de- 
veloped into steady buyers 
from some other house. 

Sam was out to get business 
wherever it could be found, 
and if it was for some reason 
harder to get large orders 
from the regular buyers, all 
the more important that he go 
get enough additional little 
orders to bring up the aggre- 
gate to where it belonged. 

He found, and plenty of 
electrical jobbers’ salesmen 
have found that most dealers 
neglect some phase of their 
business. Their business does 
not grow with perfect balance. 
One dealer is paying little at- 
tention to the development of 


put on 


neglect 


He thinks it 








dealer who was not so seri- 
ously in need of goods that he 
wanted to order right then. Percy’s attitude was that 
he was representing a good house and that he was doing 
the dealer a favor by coming around and giving him a 
chance to buy. If you didn’t want to buy of Percy, 
you needn't, and that was that. Percy wasn’t going 
to get down on his knees and urge anybody to buy; no 
sir, not he. 

Sam Sherman had no such feeling. It was his busi- 
ness to get orders. He did not put it on the broad, 
general ground of representing a good house and selling 
at fair prices and good terms, with prompt shipments. 
He got right down to brass tacks with every prospec- 
tive buyer and he studied that buyer’s store and his 
business opportunity. He visited with the clerks and 
by the time he had been there two or three times, he 
that dealer was doing 


knew something about what 


sales on_ electric washers; 
another neglects breakfast table devices, such as toaster, 
coffee percolator, etc.; another vacuum cleaners ; another 
electric fans; another electric bells. And so it goes, and 
a dealer may be missing a nice business on a certain 
line just because the demand in his store has been so 
slight along that line that he has not realized the 
possibilities and has not tried to develop them to the 
fullest extent. 

The Go-Getter salesman is out to get all the busi- 
ness.obtainable and he ought to be out to increase the 
business of the men to whom he expects to make these 
sales. 

The Go-Getter is not going to be obliged to make ex- 
cuses about the contents of his order book and whatever 
field you put him in, you will find that he will bring 
home the bacon. 
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Arthur J. Selzer, Sales Manager, The 
B-R Electric Company, Kansas City, Mo., 
Who Gives Views on Six Major Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Basis of Compensation 


O one system of compensating salesmen can be 
N spoken of as absolutely the best for all terri- 

tories and conditions. B-R men are paid a per- 
centage of the gross profits. This is computed annually, 
the exact amount of compensation being arrived at by 
deducting the total of fixed drawing account plus ex- 
penses from the salesman’s share of the gross profit from 
his territory. 

While it is conceded to be good business in certain 
cases to go after long profit material in preference to 
greater volume and smaller margin, appreciable neglect 
of any. line or lines is discouraged. To give each man a 
line on his production, all material is classified as to 
profit rate by the use of the alphabet, different lines be- 
ing listed as A, B, C, D, etc., A designating the highest 
margin. 


Metheds of ‘“‘Working”’ the Salesmen 


Each man is fully and definitely responsible for all the 
territory or customers assigned to him, being expected to 
maintain thorough contact and know exactly what is go- 
ing on. At the same time he is accorded all possible as- 
sistance in the way of information. In 
services of radio and merchandising specialists are avail- 
able when needed. 

A quota or “bogey” is set for each territory. In de- 
termining this, the character and location of the market 
are carefully considered, but still more important is the 
competition encountered. 
only Kansas City competition would be expected to reach 
a higher mark than his co-worker farther off, who has a 
smaller jobbing city added to his opposition. 

As mentioned above, B-R has radio and merchandising 
specialists, but endeavors to have its men provided with 
a good working knowledge of all the lines. This does 
not mean that a salesman is expected to be letter perfect 
on the vast array of material in stock. This is manifestly 
impossible, but the men are encouraged to sell by their 
own knowledge as far as possible. 


For example, a man meeting 


addition the 


Co-operation With Credit Department 


In addition to the set rule of every house that a sales- 
man shall send in all possible credit data when selling a 
new customer, B-R urges the men to obtain and send in 
credit references, etc., on all prospects, even though 
nothing is sold at the time. To illustrate the value of 
this method, suppose a salesman calls on a customer 
regularly but never has sold him. Sooner or later by the 
law of averages, the dealer is going to “come through” 
To secure the 
customer’s good-will and more of his future business 
means much to the salesman. 


with an order, usually very unexpectedly. 


If no credit information 
is on file at the office, the delay may mean cancellation. 
On the other hand, if the salesman has sent in advance 
data, the shipment will be speeded up and a clean start 
made. 

When a customer’s bills are overdue, before any ac- 
tion is taken, effort is made to get the salesman in touch 
with the delinquent and find out, in a diplomatic way, 
just what is wrong. By getting at the cause, he may be 
able to suggest a remedy. In any case he has a definite 
story to tell the house. Thus no customer can say he 


was summarily denied credit without a special hearing. 


Salesmen’s Reports 


Outside of itinerary, expense reports and credit in- 
formation, salesman are not required to make any reports 
except where they themselves deem it vitally necessary to 
state a special case or request assistance. 


Automobile Operation 


Each salesman owns his car, this being thought to en- 
courage careful driving and better upkeep. 
pany does the financing when desired. A flat rate of so 


The com- 


much per mile is paid for running the car in the com- 
pany’s service. No set rules are made as to distances, 
etc., the men are simply expected to run the cars in a 


way that will further the interests (Turn to Page 101) 
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Stop Thief 


What He Does With the Spoils of His Cracksmanship— 
“We Gotta Do It—the Man Can’t Wait” 


HE burglar alarm system may be complete, the 
locks perfect, the watchman alert and the personnel 
honest, yet there stalks through the electrical job- 

bing house a bold bad and eminently successful disciple 


Unlike the famous Jesse, however, this 
Stetson hats, fur coats 


of Jesse James. 
robber scorns money and jewels. 
and gold-mounted fountain pens are as safe with him as 
with their owners. He breaks 


does “a great right and a little wrong,” saving an order 
here and there and getting the reputation of being able 
to produce anything electrical on the spur of the moment. 

Thus it must be admitted that it is good business to 
replace a broken or missing part from stock to satisfy 
the customer. Also it is policy to accommodate a cus- 
tomer who insists on buying a part of a set, which can 
be replaced from the factory. 





no city, state, or federal law, 
nor does he seek the well- 
known “‘fence’’ or hock-shop to 
dispose of his spoil. 

In further contrast to the 
common yegg this robber plies 
unmasked 
afraid. Instead of a bull- 
nosed automatic and a_ bottle 
of “soup” he packs a screw- 
driver and a pair of pliers. 
He is quite often apprehended, 
but his heaviest penalty is 
usually the vitriolic wrath of 
an outraged stockman. If the 
stuff he lifts in a year was 
placed in the balance against 
the Statue of Liberty, that 
famous lady would rise into 
the air as lightly as a toy bal- 
loon. For he is the gay Robin 
Hood (and, indeed, there are 
many of him,) who takes the 
handle off the switch, the nut 
off the binding post, the belt 
out of the cleaner, 
and the tiny out of 
many things. 


his trade and un- 











vacuum 
screw 


He it is who, deaf to the anguished screams of the 
beautiful percolator, tears the cream-pitcher from _ its 
parent’s arms and sells it into slavery with a fiendish 
laugh. He it is who falls ruthlessly on the stock of toy 
trains at Christmas time, selecting a car or an engine 
here and there for a good customer, leaving the bereaved 
sets in mourning. Again he will kidnap the cord and 
plug of a heating device. 
will divest a defenseless Violet Ray of its coil or a 
toaster of its element as coolly as a surgeon would lift 
an appendix. Nay, when rendered’ desperate he has 
been known boldly to attack a powerful 10 sheet washing 
machine and carry off its motor. 

This bold robber is tolerated and whitewashed be- 
cause the spoils of his cracksmanship are invariably 


When in a repairing mood he 


used to replace something which has been lost, broken 
and his 
“We gotta do it—the man can’t wait!” 
Indeed there is no denying the fact that he sometimes 


or misplaced. His only defense is: ‘Service!’ 


battle-cry is: 





“He will Divest the Defenseless Violet Ray of Its Coil.” 


The urgency of the transaction 
at hand is usually sufficient 
reason for robbing. Add the 
profit and good will involved 
and the question naturally 
arises: “Why all the fuss then, 
if robbing is considered a nec- 
essary evil?” The answer is 
that nearly all the grief comes, 
not because of the actual re- 
moving of parts but because of 
failure to order replacing parts 
from the proper authorities. 
If every time the necessity 
arose for taking an important 
piece from a_ stock article, 
there was an order put through 
at once for the missing item, 
there would be no recoil in 
the transaction. What makes 
all the trouble is the discovery, 
weeks, and sometimes months 
afterwards of an article or set 
made unsalable through having 
been robbed without the enter- 
ing a replacing order. No 
matter how big a_ stock is 
kept, sooner or later the dis- 
mantled item is going to be the one necessary to fill a 
rush order. The day of reckoning comes too late. 
The jobber from whom most of these facts were ob- 
































. tained was asked to state how he struck the happy medium 


and pared the trouble from this cause down to the 
irreducible minimum. “First we provided all our stock, 
no matter where located, with a guardian or keeper; that 
is, some person is directly responsible for each part or 
section of stock all over the house. Their instructions 
are clear—that no piece or part of a set is to be re 
moved without a written house order for a duplicate, 
which is passed on to the purchasing department. There 
are certain classes of goods, such as radio sets, motor 
driven appliances and electric heating devices, which are 
not to be robbed under any circumstances. Should a 
case arise urgent enough to warrant it, appeal may be 
made to higher authority. 

“Wherever possible we carry extra screws, nuts, bind- 


ing posts, caps for porcelain snap (Turn to Page 101) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 













































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET | PRICES 
Feb. 15 to General Feb. 15 to General Feb. 15 to General 
COMMODITY Mar. 15 Trend Mar.15 | Trend Mar. 15 Trend 
5 > be & > ke i > 
Ee] © co eo bs = Z| s) e = e o 
SiS EISl|ELEV Sl S/E/ 8/2) 34] 8/2] 8] 5 
O | & HPlialisioO/slf@l/BlalsSidislalelals 
Transformers, insulators, distribution equipment §|14] 8 1 | 20 1 2 | 25 0 | $1 0 2 3 1 9/ 0 
Poles and pole-line hardware .................. 10; 7} 6] 6; 16) 1 7119) 6] 9/28; O St Ri 2 SF OT ¢ 
Switchboards and accessories .................. 1/ 9/10{] 0; 19] 1 3| 9|14] 0] 23/ 8 $3} &| 0; 8] 1 
Motors and control apparatus ................. 4/14| 4] 2/18] @ 4|18| 9} 2|22/; 2 1}; 4] 5| 0/10] 0O 
GRNAy GMNCIES 5 oo id So ok Sea bio ee ncea eaten 15 | 16 1 1 |} 30 1 |} 15 | 17 1 1 | 32 0 5 5 2 1/10 1 
WI COIS oo i reeitk ce cscs tins oes tae 17 | 12 3 0} 29 $3 |} 17 | 15 1 2} 29 2 7 3 1 1; 10 0 
COMGUHY GI HEMINEIE oh oo 6 ocean cee nee lene 17 | 18 2 1 | 30 1 16 | 15 3 2} 30 2 7 4 1 2/10 0 
HAS G., Weine Oe COI ooo oS san soe cree ae; 9] 1110)! 21 1{} 15} 18} 1)15/]18) 1 Si S2@i £i Tt Bt @ 
Wee eo IE Ch ck cw deep awe aan a enoies 16 | 12 3 | 15 | 16 0 |} 12); 18 3} 21 | 12 0 5 + 3 7 5 0 
EMO Ubi a Sie eek Cee hes be eh oen ee eae eee 18 | 18 0 1 | 25 5 || 21 | 12 0 0 | 23 10 5 7 0 0 7 5 
RRtOSIMIEE PORNCUNE Ss... 5055 ses ccs cctioneee 10; 18; 4] 0| S81] 1 9 | 22 0 | 34 $i ¢i 8 1};10| 0 
Commercial lighting units..................... 8; 12| 7} 2| a] 8 7\;16| 8} 0| @7]| 4 ri Fi Si Orit ¢ 
Residential lighting units...................... 3/14] 5] 0/18] 4 TLISL- 7} O} a] 4 $i 21 4] @f Sj 2 
Street lighting equipment...................... 2] 7/10 16| 2 1] Siw] O1%)} & oro) Gt Git Si @ 
I I och nei abexe cnmetwensass yy | a 0 | $i 0 3 | 24 7 2) 29 3 1 6 5 0/11 1 
Motor-driven appliances ............2 e002: $115] 5] 0; 2] 0 1;20; 7} O| 27 1 7} 0} 10 1 
IN a aerate ae wire eas ee wae Ae eae en 1 6 | 17 0 | 24 0 7 6 | 13 0 | 26 0 0 5 7 0 
EN arr ee ee ee Tere 2 ere Ce 20 3 1 0 | 18 6 |} 20 5 1 0} 14} 12 7 1 | > 0 8 2 
ies |_| | — 1 — a Se See ee eee ee oe (et 
Flashlights and batteries...................--. 11;17} 1] 0; 29] O} M6] 19] 4] 1) 82] 1 3/6; 3/ 1/10) 1 
"PEIDUOUS CHOIDEIEME 1. (5 5s)0.0 sect But Saacseths S$) 4} Fi @, et 2 1 14} 0} 20] 0 0; 1] 5] O| 8 | 1 
(nk hee PS One okt ee a Gk Se cs ee Se Se ee ee 
MAIR is ca viescinintexnxent odode 14| 6/ 1] ¢/19] off 6|11| 3] 1] 19] off 1| 5] of} of 6| 0 
Rae es eee Se es ee ee ee ee) a a we! ae ee ee ee =e aS a eae 
| 
Wiehe bee. ee ee 14/10! 4{ 1! 27! 1{112116!1 2/1] ${27] oO 5| 6] 1! O{ 12] 0 



























































“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 
homa and Texas; Central States all between. 
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Means of Getting 
Acquainted 


VENTUALLY the clash between the 
E laborer and the employer and even the 

clash between rival nations will be settled 
by the simple human 
process of getting ac- 
quainted. 

The one cure for War, 
which is always a strug- 
gle between artificial 
divisions of mankind, 
whether these divisions 
are political, or social, is 
the realization of our 
common humanity. 

Anybody acquainted 
with history knows very 
well that no great issue 
wherein vast numbers of 
men were engaged upon 
opposite sides has ever 
been settled by one side 
gaining an entire victory 
over the other. Perma- 
nent settlement has al- 
ways come by the two 
sides reaching an under- 
standing, one with the 
other. 

The means of getting 
acquainted and getting 
together are simple. It is not a complex prob- 
lem. It is just a plain human problem which 
requires heart and purpose. ‘There are four 
great means of getting together, which it is 
worth while to enumerate. 





Four Roads to Unity 


By DR. FRANK CRANE 


First, eating. .This is the essence of holy 
communion. It means recognition of the 
humanities. There are hundreds of business 
concerns where the work- 
ers do not even know the 
name and face of the 
chairman of the company 
or anyone higher than 
the works manager. This 
is a calamity. Non- 
acquaintance alway s 
makes trouble. 

Directors, presidents 
and other high — bosses 
ought to eat regularly 
with their men. Nothing 
we can do is so humaniz- 
ing as eating. 

Second, work. Work 
together. Cut out all 
this talk of employer and 
employee. Emphasize the 
word “co-worker.” 

Third, play. Play to- 
gether. Find some sort 
of amusement in which 
the laugh of a Judge 
Gary can mingle with 
the laugh of the coal 
heaver in his steel mills. 
even if it is only at a movie show. 

Fourth, patriotism. March together. Keep 
step. Our country is the one unifying appeal. 
We are brothers under the skin. By emphasiz- 
ing this truth we shall solve our problems. 


Copyright, 1924, by Dr. Frank Crane. 








An Editorial by Dr. Crane Appears in Each Issue of 
THE JOBBER’S SALESMAN 
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Pictorial Review of Electrical Developments 


The upper view was 
taken a few hours before 
the official hop-off of the 
around the world flight 
which started at 9:30 
a. m., March 17. ‘This is 
No. 1 Douglas cruiser, 
piloted by Major F. L. 
Martin and the major himself, waving farewell 
just before he stepped into the cockpit to give 
her the gun. Note the fluted construction of 
the wings, permitting their use as tanks for the 
storage of 850 gallons of gasolene. 


Toning machine for musical instrument 
wires used by the manufacturers of such wires, 
to get the correct tone. It was perfected 
after five years of work by Frank E. Morton, 
acoustic expert for the American Steel & Wire 
Co. This picture shows the set of harmonic 
forks actuated electrically. The largest fork 
vibrates at the rate of 10834 times per second. 
The second largest fork vibrates twice as many 
times as the large one. ‘These demonstrate 
synthetically the composition of tone. The 
master fork is shown below in the box. Photos 
copyrighted by Underwood & Underwood. 
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Now comes radio to aid the “hard working” manicurist. With the aid 
of a small receiver she makes 20 minutes fly with jazz and many other 
interesting things that come floating into her beauty parlor, and besides 
it is a bar to the flirtatious customer.—Heystone 













At the left. This is not a prehistoric man hunting cocoanuts. It is a 
power company lineman stringing high tension power lines on a 70 foot 
tree in the high Sierras.—Underwood § Underwood, 


Track dusting dogs—they hit an awful pace and give the crowds at 
Atlantic City a big thrill. “Notice the Lighting Equipment.”—Light. 


Electricians of the deep—queer grotesque looking things. They are 
electrical fish—so-called because, in their domain 15,000 feet below the 
surface, they are equipped with tiny headlights. These lights 
lure other fish to their destruction —Light. 







THE JOBBER’S 


W. R. C., the busiest radio station in the national capital. 
Members of the cabinet as well as prominent members of the 
diplomatic corps can often be seen speaking here. Miss Eleanor 
Glynn, at the piano, and Walter L. Tesch, engineer in charge, 
going on in a pinch.-Ilenry Miller News Picture Service, Ine. 


At the right:—Big Creek No. 3 plant of the Southern Califor- 
nia Edison Co., recently put into operation. Fourth of the com- 
pany’s 10 contemplated stations having a combined capacity of 
over 1,000,000 H. P. 


New airplane view of Wilson dam of the famous Muscle Shoals 
project. It will cost $50,000,000.— Underwood & Underwood, 


om 
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Vice-President and General Manager, Mountain Electric Co., Denver 
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MEN YOU SHOULD KNOW 


John J. Cooper 


OR THE better part of 34 years, John J. Cooper 
Fi: lived and worked in Denver or its vicinity. 

There is no getting around the fact that this coun- 
trv leaves its impress upon a man. On the one side, 
looking over the great open spaces, flat and limitless as 
the ocean itself, and on the other with all the wonders of 
the Rockies at its doorstep, Denver produces men that 
are in some way different. Mr. Cooper is one of these. 
He impresses you as in a man- 


Vice-President and General Manager 
the Mountain Electric Co. 


Twenty years ago about all they had to sell was wire, 
insulators and a slim line of wiring devices. He was in 
on the buying end as well as the selling end. The busi- 
ness has been wholly revolutionized since then and he 
has always kept pace with the changes. As a matter of 
fact, if there is one thing more than another in which Mr. 
Cooper takes pride, it is in not allowing any man in his 
organization to know more about any appliance or 


product in the line, and its ap- 





ner partaking of the quiet but 
commanding qualities of the 
country in which he lives. 


About 10 miles up_ the 
Brandywine from James 
Whitcomb Riley’s “Old 


Swimmin’ Hole,” near Indian- 


apolis, Ind., is the place where 


Mr. Cooper was born. When : 
he was about three years old it. 
his father heard the Horace 


Greeley call of “Young Man, able business. 
Go West,” and moved out to 
southeastern Kansas, near Co- 
lumbus, and lived there until 
the son was about 15 vears 
old, when they returned to the 
But the 
boy had got his taste of the 
West and after teaching one 


term of 


old farm in Indiana. 


has earned 
efforts. 


country school he 





A Happy Man 


HERE is every reason why 

Mr. Cooper should be happy. 
He appreciates the blessing of 
humanity—W ork 
His reward for that is an 
orderly, progressive and _ profit- 
His is a happy 
home in a country of natural 
wonders of which he never tires. 
People who come in contact with 
him not only respect and admire 
him, but they like him. 
things that he has and enjoys he 
through 


plication, than he does. He 
feels that he owes it to his men 
and to his suppliers to be well 
posted on everything, if he is 
going to run the business. 

[It was four years ago that 
he was made vice-president, 
treasurer and general manager 
of the Electric Co. 
This was no more than a just 


and enjoys 





Mountain 


reward for the work which he 
had done in building up a 
smooth running, efficient or- 


The 


business which they do in this 


ganization. amount of 
large and sparsely settled ter- 
All the ritory is remarkable—and at 
the same time the business has 
been a profit making one. 
Any of the men in the 
Mountain Electric Co. will tell 
you that it is considered a feat 


his own 








turned his face westward 
again, this time going to 
Denver, in 1890. His first 


position was with an electrical contracting concern. 
Having learned shorthand, and, by the way, he can write 
and read it with facility to this day, he got along well in 
the office end of the work as well as in actual construc- 
tion. After a few years in Denver he went to Grand 
Junction, Colo., to get some experience in electric light 
plant work. Here his central station experience was ob- 
tained from the coal pile up. 

There was quite a flourishing central station at Trin- 
idad, Colo., which seemed to offer better alvantages from 
the standpoint of experience to be gained and he made 
a connection with that company and was with them for 
1 period of seven years, during which time a gas plant 
was acquired, so that he obtained experience in this line 
For the last 


six years of this period he was local manager. 


as well as in electrical central station work. 


About 20 years ago, Mr. Cooper came back to Denver 
and entered the electrical jobbing field, with the Moun- 
tain Electric Co., of which he is now the managing head. 
He started at first as a sort of general utility man in both 
office and warehouse. Between times he acted as sales- 
man, covering the territory. By ‘territory’ out there 
they have reference to a small strip of land comprising 
Wyoming, Colorado, New Mexico and the western pan- 
handle of Nebraska—in all about 30,000 square miles. 





of no mean importance to beat 
Mr. Cooper down to work in 
He is always there promptly at eight 
o'clock to open the door for the millionaires. William 
Hall, of the William Hall Electric Co., boasts of always 
being down at seven, but Cooper thinks that is’ almost 


the morning. 


too early even for a jobber, and so has never made a 
serious attempt at that record. 

Perhaps it is because of allowing himself a long day 
in which to do his work that you will never find him 
worried or hurried over things. He is always unruffled 
and calm, taking each matter as it comes up, going into 
it as thoroughly as necessary and then disposing of it. 
But because he is deliberate, don’t think that he is slow. 
Just sit back in the corner of his office for an hour or two 
and you'll learn that he is a human grist mill for work. 

But busy as he is, he seems able to find time for other 
activities. For instance, he is vice-president, treasurer 
and general manager of three independent light and 
power companies and incidentally he operates a ranch 
for pastime. 

He is very active in the Denver Electrical Cooper- 
ative League, having helped to organize it three years 
ago and served one year as chairman. It is well known 
that the Denver League is an outstanding one in accom- 
plishment. 


The Rocky Mountain territory (Turn to Page 9+) 
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Adventures of Hard Luck Sam 


Sad Music From the “No Sale” Key 


>. PHIL:—tThese here funny sections in the 


papers, I found out why we like them so much— 

it’s because they hit us so close to home. You 
kuow this one by Clare Briggs: “And So the Day Is 
Ruined”—well, that’s Sam’s favorite, only with me it’s 
generally a whole week that’s egged up. Also these 
calamities always bust right in my face just when every- 
thing’s all kings and aces, so you can’t blame me if I 


expect a kick in the shins when a guy sticks out his hand. 


and smiles. 

Here I was two weeks ago last Wednesday, my feet 
on the mahogany, dictating to the sweetest girl in the 
world (don’t tell Alice), a sales report showing that as 
a sales managér I was the frog’s horns, and a desk full 
of big orders. Newberry had come through with five 
cars of batteries, Cassoy was there with a $3,000 radio 
stock, Shean kicked in with a flock of lamp contracts, 
and that young snipe Haskell had took Tennessee to the 
cleaners for everything in the book. On top of all that 
I was slated to spend the next day in Chicago, seeing a 
couple of factories. You know how I felt, boy—sweet 
music in the air, beauty in everything, couldn't say no 
to anybody. Tum-tum-ta-tiddy-a! 

Ker-zam! I knew it couldn’t last! Here comes 
Charlie Cook, looking like he’d just had tire trouble, 
waving a telegram from our friend Clancy. “Wire price 
and delivery on twenty-four sinusoidal controllers. Big 
sanitarium. Must have by April first or lose balance of 
eight hundred dollar order. Get busy. Clancy.” That 
was enough. I could smell the lilies and hear the clods on 
the casket right there. Heaven knows I’ve never done 
anything to Charlie Cook, and out of all the goats in our 
dear little pasture, why should he pick on me? 

You've heard of Clancy, of course, but never having 
handled his requests, you can’t know the half of it. He’s 
a whirl wind if there ever was one, and a cracking good 
salesman, but wild as a Comanche, and when he wants 
you to get something, you might as well cancel all pre- 
vious engagements and call in a detective. If he was 
traveling Mexico he'd sell more machine-guns than 
washers. If a customer wanted a case of smallpox for 
his mother-in-law, Clancy would get him that or some- 
thing better, say yellow-fever or bubonic plague. 

You've got to hand it to him, he’s all over his territory 
like a wild-cat—absolutely tireless. They say when he 
balls the jack through Oklahoma in his seven-passenger 
Stude at sixty-five per, the jack-rabbits and coyotes 
make for the hills and the prairie-dogs won’t come out 
for three days after he’s gone. If he tells you he’s going 
to Muskogee tonight, you'll find him in Oklahoma City 
tomorrow selling the mayor a new hook-up. The only 
schedule he cares about is the one that tells when the 
team plays at home. And personality! Say, he can 


walk in five minutes after a customer receives the wrong 
stuff and right away sell him twice as much more. 

Well, after I read his wire the first question was what 
in the blank blank blank was a sinusoidal controller? 
I got a sample of what I was up against when I asked 





around the office. Some of ‘em offered me aspirin, others 
took the plunge, but that word “sinusoidal” had us 
down and choking. I asked Barney Google, the ship- 
ping clerk, and he says sure it’s a thing that'll make « 
bell-ringer work on D. C. That was hard to take, but | 
wasn't quitting, so I tried some of the gang at lunch. 
They all agreed it would be a good thing if there was 
one, but was there one? 

Charlie Cook came to the rescue again. ‘You're going 
to Chi tonight,” he says, ““Why don’t you ask your friend 
Bernhard—he’ll give you the real dirt on these suicidal! 
control-hers, and we don’t want Clancy to lose that 
order.” That was a good idea and cheered me up « 
whole lot. When I got to Chi the next morning, before 
I even called up the factories I wanted to visit, I slipped 
over and cornered Frank Bernhard. That’s what I mean, 
I got between him and the door and asked him what was 
these things Clancy wanted and where could I get them. 
No sooner had I popped the question when he went under 
a desk and I must have been twenty minutes getting him 
out. 

Finally he says he knew all right, but he was afraid if 
he told me I would have brain fever on him and muss 
up the office. I told him to shoot, as I had just learned 
Mah Jong and could stand anything. Well, he says the 
principal of the sinusoidal controller was the sine wave. 
which is a humpbacked short-circuit with a college edu- 
cation. First you grab a circle that nobody’s using and 
revolve a radius around the bull’s-eye at a uniform angu- 
lar velocity, while with your other hand you project said 
radius on the diameter of the circle. If your magnetic 
field is perfect enough to bisect the magnetic flux you 
get a sine wave as good as $20 marcel. Of course you 
don’t want to forget that the amplitude of the axis is pro- 
portional to the sine of the angle through which the 
radius has revolved. (A _ brick, Kelly, and make it 
snappy !) 

I didn’t want to stand there like a big boob, so while 
he was out of breath I says, “Oh, yes, the centrifugal 
force overcomes the lateral oscillation.” He gave me a 
dirty look, got his second wind, and then started in to tell 
me in earnest. Phil, if you’ve ever heard Tex Taylor. 
with a pint under his belt, explaining the relation of 
Einstein’s theory to remote control, you know what it 
was like. Finally a building caved in across the street 
and I got a chance to ask him where I could buy the 
things. Well, sir, he gave me the name and address. 
right in Chi., and I could of kissed him! I would of 
bought him cigars only he don’t smoke. I sure was 
tickled to think I could get Clancy off my back. I wired 
the boy the price and delivery and told him to let me 
know if I should place the order. Then I visited my 
factories, had a good time and pulled out for home. 

I didn’t worry about the controllers as I figured Clancy 
was working on the balance of the order. However. 
when a week passed, I woke up and wrote him asking if 
he got the order, that he would have to speak quick if 
he wanted the controllers by (Turn to Page 96 
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THE BEVEL 

That's the thing! 

It gets into frills! 

It gets under buttons! 

It lets you see your work! 

It is a tangible, explainable, appreciated feature of the iron 
that dealers can sell with conviction and users use with ever 
increasing pleasure. 

The Bevel—that’s the thing! is the keynote of a substantial, 
brass tack program of selling irons that will be ready on 
April 15. 

The advertising plan embraces a complete group of selling 
helps to fit the needs of every dealer. 


The Bevel—that’s the thing! 


Westinghouse Electric & Manufacturing Company 
MANSFIELD WORKS MANSFIELD, OHIO 
Sales Offices in All Principal Cities of the United States 


and Foreign Countries 


Westinghouse 














This beveled edge makes 
ironing easter. You can stand 
erect to iron. The beveled edge 


. lets you see the work without 


bending over. Your back doesn't 
tire. 





A comfortable handle. Women 
shaped this handle, which is 
responsible for the restful ef- 
fect it has on the grip and the 
forearm. 





A larger ironing surface. The 
base is 20% larger than any 
other iron of equal weight—and 
it’s uniformly hot at every 
point. This shortens ironing 
time for the same reason you 
choose a large broom. 





Beauty. Compare this West- 
inghouse Iron for beauty of 
lines, and finish. It’s just one 
more reason why your next iron 
will be the Westinghouse. 



































































































Frank H. Stewart Co. Cele- 
brates Thirtieth Anniversary 
An interesting article appeared in 

the Business World of Philadelphia 

in its issue of February 13, telling of 
the recent thirtieth anniversary cele- 
of the Frank H. Stewart 

Electric Co. Following is an extract 


bration 


from the article: 

“Tracing the history of prominent 
and old-established Philadelphia busi- 
ness houses it will be found that there 
is probably none which enjoys a finer 
reputation and prestige in its special 
line of activity than the Frank H. 
Stewart Electric Co., wholesale deal- 
ers in electric and radio supplies, at 
35-37-39 North Seventh street. This 
business was originally established 
January 26, 1894, and the manage- 
ment has just had the pleasure and 
satisfaction of celebrating the thirti- 
eth anniversary of the founding of 
the company, as well as being able 
to look back over a business record of 
remarkable success. 

“This concern has the unique dis- 
tinction of being the first electrical 
supply house in the city of Philadel- 
phia to engage in the wholesale sale 
of 


Prior 


electrical supplies exclusively. 
to advent the 
contractors bought direct 


electrical 
the 
few manufacturers who took care of 


their 
from 


the then very small demand for elec- 


trical supplies. 


ST Ry, 
GG ond 





























“Frank H. Stewart compiled the 
first catalogue of general electrical 
supplies published in Philadelphia. 
Since that time enclosed fuses, porce 
lain tubes, iron conduits and scores of 
other now popular lines have been 
added to the electrical business, such 
as electrical heating devices, vacuum 
cleaners, washing machines, and last, 
but not least, radio. 

“The Stewart company furnished 
the materials for the very first wire- 
less telephone experiments made by 
Frederick Collins about 20 years ago. 

“The famous trade mark Old Mint 
was adopted by the Stewart company 
about 18 years ago, when they first 
made use of the Old Mint buildings 
used by the first United States Mint 
during the years 1792-1832 when and 
where nearly all of the rare coins of 
the nation were struck. <A six-story 
modern fireproof steel and concrete 
structure covers the lots formerly 
used by the Mint at 37 and 39 North 
and at 631 Filbert 
The new building was named 


Seventh street, 
street. 
the Old Mint building, and is a curi- 
ous instance of a brand new building 
being called an old building. 

“In addition to the 


tioned city lots the concern also uses 


above men- 
ond owns the corner of Seventh and 
Filbert streets and 629 Filbert street. 
both adjacent to the Old Mint lots. 
“Heads of the Frank H. Stewart 





Electric Company are: Frank H. 
Stewart, president; W. Burnet Stew- 
art, vice-president; L. M. Creighton. 
treasurer; Frank E. Hacker, secre- 
tary; George H. Carnall, general 
manager; Boyd A. 
manager; Edward W. Maier, assist 


Propert, . sales 


ant sales manager, and Robert E. Me- 
Laughlin, purchasing agent.” 


* * 


Carolina States Business 
Increasing 

H. T. Long, vice-president of the 
Carolina States Electric Co., Char- 
lotte, N. C., reports that contrary to 
expectations their January business 
showed a 30 per cent increase over 
January, 1923. 

This added 
3,000 sq. ft. to its warehouse to take 


company has just 
care of the increase in its business. 


Mr. Long, by the way has been 


elected treasurer of the Charlotte 
Lion Club. 
* + * 
Beach Gives Prize Winning 
Dinner 


A meeting and dinner were given 
by J. M. Beach of the E. B. Latham 
& Co., New York City, on the occasion 
of his winning the $500 prize recently 
offered by the Birtman Electric Co., 
of Chicago. The principal speaker on 
this occasion was Harry Collins Spill- 
man. 

















Part of the organization of the Freeman-Sweet Co., Chicago, 
Unfortunately Mr. Freeman was out of 


in company front. 
town, hence does not appear in this series. 


Sweet, treasurer; K. W. Fitzpatrick, sales manager; A. L. Evans, 


Left to right: F. Z. 





secretary; C. E. Lechner, purchasing agent; H. B. Ressler, his 
assistant; E. A. Davis, G. D. Waters, Wm. McCollum and 
A. D. Hill, all salesmen; P. E. Roscher, credits; I. Jefferies, 
Miss Pflum and R. Reichoff, all of the billing department. 
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Scoopettes come in stand- 
ard packages including 
| everything necessary to 
ibd install them in the show 
spacteruees | case. Here is an outfit 

















for an 8-foot case. 





” are there with the punch! They put the pep Several years ago Augustus D. 
; i ; - , Curtis fostered an idea—-the idea 
the zip, the life into a show case.that results in Cuneta fossnved on idea ch 
money in the till. Through his energy and resource- 
S-140 X-RAY : é fulness this man today heads an 
joshi Talk up this Demonstrator idea to your dealers! institution devoted to the ideal 
= 7 . Oo b - ll on. 
DEMONSTRATOR Get them to put in an order for a Scoopette therein rp se ane 
: ; ’ - i his institution, now known as 
Theseeconctan el Demonstrator outfit on our special offer which Curtis Lighting, Inc., is 2 sroup 
boall me f black nickel : ing of National X-Ray Reflector 
finish mounted on #22 we are now making. Co., X-Ray Reflector Co. of 
inch spacer tube. f ae ; New York, Inc., and Luminaire 
same finish.) The proposition with the X-Ray Scoopette Studios, Inc. 
Ir is wired with 6feet = T)emonstrator is the most attractive that we dee Ngaathede ger gta 
2 ; 2 DOOK ec issued, Store 
Heiaht is adjustable to know how to give. It’s the kind that will make Lighting with X-Ray Reflectors.” 
fit case from t . 
Winches hich. the dealer use his Demonstrator and sell more 
Bottom of adjustable Scoopettes! It’s the kind of a proposition that 
ber fl i 4 
Sumas teicrc Will make money for you. f 
the snow case. . “> . 
Regular (G-18%4) 15 ot Every trade paper carrying our advertising is an- Fra 
25 watt lamps used. nouncing our special proposition this month! , 
Use the coupon and find out about it. gf? LIGHTING 


Inc., 







@ 1131 W. Jackson 
s o Blvd., Chicago. 
vee Gentlemen: Tell me 
Ad all about your special 
Scoopette Demonstrator. I 


Curtis Lighting, Inc. 


CY Group ing of 4 C can oi book “Store 
NATIONAL x RAY REFLECTOR CO. + RAY REFLECTOR CO. OF NEW YORK INC. oo” Lighting with X-Ray Reflectors.” 
LUMINAIRE STUDIOS tne. o Pine ener eres 

31W46TSt. 1131 West Jackson Boulevard Pacific Finaice Bldg. S 
New York Chicago Los Angeles Fs wansenscennenennenceceeencneaeeeesaeeeneeees 
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Rost Further Extends His 
Activities 

Since announcing in the March issue 
that O. Fred Rost of the Newark 
Electrical Supply Co. had purchased 
the Hudson 
Electrical Sup- 
ply and Equip- 
ment Co., of 
Jersey City, it 
has been 
learned that he 
has made an- 
other important 
addition to his 
prope rties— 
this time the 
Trenton Electric Supply Co., Tren- 
ton, N. J. Things moving 
rapidly for it is understood that this 
last deal was not on the horizon at 
the time the Hudson 
being taken over. 

When Mr. Rost was made general 
the Newark Electrical 
Supply Co., they had salesmen travel- 





are 


company was 


manager of 


ing much of the eastern territory, such 
as Pennsylvania, New York State, 
and part of New England. After 
having had an opportunity to analyze 
the business as a whole and the oppor- 
tunities afforded by the state of New 
Jersey in particular, he came to the 
conclusion, that considering the finan- 
cial capacity of the company at that 
time, and anything in the way of 
increased capacity that might be built 
up in the course of years, the com- 
pany should always be able to get in 


the state of New Jersey, all the 
business that it could handle. In 
line with this conviction, the salesmen 
were re-assigned to territory within 

comparatively small radius of 
Newark. 

As time went on, it developed that 
the Hudson River territory could not 
economically and profitably be served 
from Newark, and, consequently, 
they discontinued soliciting business 
in that territory, taking only such 
business as came unsolicited. Having 
done practically no business in the 
Hudson River territory for some time, 
it was only natural that he should buy 
the Hudson Electrical Supply & 
Equipment Co., when that opportunity 
presented itself. 

In the original withdrawal from 
outlying territory all the southern 
New Jersey territory, including the 
state capital at Trenton, was ex- 
cluded. Only on rare occasions did the 
of the Newark Electrical 
Supply Co. go to Trenton, and then 
only on specific business. 


salesmen 


Last February Mr. Rost was in- 
vited to interest himself in the affairs 
of the Trenton Electric Supply Co. 
and as a result he is now able to an- 
nounce that he has become the ma- 
jority stockholder of that company, 
and has been elected its president and 
general manager. 


As 


properly, the business of the Trenton 


as it can be done 


quickly 


Electric Supply Co. will be re-organ- 


ized so as to create the healthiest 


possible condition, by which its mer- 
chandise investment volume of pur- 
chases and sales will be in balance 
with its financial capacity. 

The Trenton company will solicit 
business in the southern New Jersey 
territory where it can give satisfac- 
tory service. After its present stock 
of merchandise has undergone re- 
adjustment, it will handle only high- 
est quality merchandise, and will 
pursue in every department a policy 
that is representative of highest stand- 
ards in business practice and ethics. 

With the acquisition of the Tren- 
ton company, comes the fulfillment 
of a desire of Mr. Rost’s which has 
been of many years standing. He 
has always preached to New Jersey 
buyers of electrical materials, “Keep 
New Jersey Dollars in New Jersey.” 
With the present set-up he feels that 
he is in a much better position to work 
toward his ideal. 

The purchase of the two companies 
referred to is an effort by Mr. Rost, 
personally, and does not in any way 
involve the Newark Electrical Sup- 
ply Co., nor does it in any way change 
his status or activities in behalf of 
the Newark Electrical Supply Co. 


* 2 


Matthews Buys Adjoining 
Building 
The Matthews Electric Supply 
Co., of Birmingham, Ala., has just 
purchased a building adjoining its 
present building at a cost of $100- 
000, making a total of 90,000 sq. ft. 








Banquet given by the Music Master Corp., of Philadelphia, 


at the Bellevue-Stratford. 


It stands 11 ft. over all. 


This was in conjunction with the 
Radio Congress held by the company, attended by a large 
number of electrical and radio jobbers and various other classes 
of jobbers interested in radio distribution, also prominent manu- 
facturers and radio dealers. At the right is shown the giant 
Music Master reproducer, said to be the largest in the world. 
Even when taken apart, the repro- 
ducer will barely go through a large doorway. 





respect except size. 


The amplifying 











bell alone measures 6 ft. in diameter. 
It resembles the regular Music Master reproducer in every 
It has the wood amplifying bell, the goose- 
neck and the heavy base in which the reproducer is concealed. 
The volume of sound developed in this great horn can easily 
be imagined. Yet because of its fine construction and propor- 
tions, even the loudest reproductions roll out clear and true. 
Although built primarily for the “Congress,” it is intended 
later to be shown by enterprising dealers in other cities. 
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C-H 7151 


Where Space Is Limited 


' For use on two-light brackets, and on single brackets where the 
switch is located close to the bracket arm—the ease of operation of the 
Push-and-Pull Switch is forcibly demonstrated. The limited space 
does not prevent grasping the switch button with the tips of finger 
and thumb—which is ample for the operation of the C-H Push-and- 
Pull Switch. Try this yourself. 

Besides this easy operation, C-H Canopy Switches are selected 
for their long life, quick make-and-break mechanism. They safe- 
guard fixture manufacturers against troubles that reflect adversely on 
their product. 

For 15 years, the C-H Push-and-Pull Switch has been recognized 
as the standard of quality—working parts are all enclosed and well 
constructed, and as an additional precaution against grounds or short- 
circuits, a fibre cap is fitted over the body. It is the smallest switch 
with real quick make-and-break mechanism—3A, 125V; 1A, 250V. 

Your orders placed now will insure delivery when required. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 
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Another type, the C-H Shallow 
Rotary Switch, is made for such 
locations where the depth required 
for the C-H Push-and-Pull Switch 
is not available. The Rotary Switch 
measures less than % -inch over- 
all and the diameter is only 
15/16”. There is no need for 
cutting away plaster when install- 
ing. The switch button may be 
removed as well as the finish nut, 
with the switch remaining intact. 
This is an advantage when refin- 
ishing bracket. C-H 7147 is for 
sheet metal canopy or plate and 
C-H 7148 for cast metal. 














CANOPY SWITCHES 
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The sales force of the Manhattan Electrical Supply Co., St. 
Louis, gathered for their annual meeting at the Hotel Statler, 
In the center at the head of the table is C. H. 
Reading from his left around the table the 
G. J. Eltz, Jr., radio engineer, from the New York B. 
Martin, ‘Thomas Hardy, Daniel A. Scullin, H. S. 


February 11. 
Wilson, manager. 
others are: 


office; A. W. 


Zemmer, P. 
Ward, sales 


Dancy, J. 
Hewitt 








N. Carl, John H. Boos, Jr., Ray L. Casey, W. A. 
manager ; 
Agate, advertising manager from the New York office; W. W. 
W. Beneke, E. G. 
and J. C. 


Prewitt Creecy, Wm. J. Shea, C. C. 


Katheart, D. 'T. 
McNalley. 


Newberg, Harry 





News of the Salesmen 


Vernon Warren has been made 


counter salesman for the Freeman- 
Sweet Co., Chicago, Ill. 
E.R. 


Hughes- Peters 


the 
Col- 


with 
Co., 


Brauch is now 
Electrical 

Ohio, as salesman. 
Co.. of Houston, 
that H. H. 
has joined its organization as auto- 
motive Mr. 
Harris was formerly in business in 


umbus, 
Tel-Electric 


Texas, reports Harris 


and radio specialist. 
Chattanooga, Tenn. 

Three new salesmen have been 
added by the Wm. Hall Electric Co., 
Dayton, Ohio, 
Evans, Dan Wright and W. E. 


tin. 


namely: KF. M. 
Mar- 


E. Needham has joined the sales 
force of the Virginian Electric, Inc., 
Charleston, W. Va. 

J. R. Baer, J. P. Carlisle and Wm. 
Whipple are all new salesmen for 
the Carolina’ States 
Charlotte, N. C. 

Ben Clarkson 
salesman for the Southwest General 


Co.. Dallas, 


Emil G. Schmitt has been pro- 


Electric Co., 


recently became 


Electric Texas. 

moted from the purchasing depart- 
ment to city salesman of the F. D. 
Co., Cincinnati. 


Lawrence Electric 


Ohio. 
Several new salesmen are reported 

the David Killoch Co., New 
York City, namely: I. Kassour, P. 
Amsterdam, L. 


by 


Tynan and Robert 


Nordstrom, the latter being in the 
radio department. 

i Ek. 
as range specialist by the Matthews 
Electric Co., 
Ala. He will devote his entire time 
to the and heavy 
duty appliances. He being an ca- 


Kirbo has just been put on 


Supply Birmingham, 


sale of ranges 
perienced range salesman the com- 
pany is expecting a successful year 
on the heavy duty lines. 

Herbert H. Stover, formerly with 
Heat 
& Power Co., has joined the sales 
force of the Hendrie &  Bolthoff 
Mfg. & Supply Co., Denver, Colo., 


Light, 


the Colorado Springs 


and will devote his time to electrical 
appliances. 

Sam Mesick is 
the Mazda lamp department of the 
Wholesale Electric Co., Los 
Angeles, Calif. 

G. C. Dyer, formerly with the 
Electric Co., Dallas. 
Texas, has been employed as sales 
man by the American Electric Co.. 
of St. Joseph, Mo. He will cover 
the northern Missouri territory. 

Fred J. Kuhn has become sales- 
man for Garrett, Miller & Co., Wil- 
mington, Del. 


Frank = E. 


now manager of 


Reiman 


Appliance 


Law and Arthur 





Some more promising Ilinois talent—-look ’em over Zuppke. 


Twelve good men and 


true from Illinois Electric Co., Chicago. Left to right they are C. L. Gump, D. Wein- 
traub, F. Wilbrahan, S. Walters, J. Ralston, H. Nybro, C. Hannah, F. Swanson, A. F. 


Anderson, H. 


Ackerson, G. R. Kelly and W. B. Casey. 
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P&S Aluminum Sockets 


Petticoat Type 
Sockets 


They are New. Use with 
or without shadeholder. 
The Shadeholder nests 
into the Petticoat Shell. 
Two heavy screws clamp 
the Body, Shadeholder, 
Shell and Cap together. 
The combination is rug- 
ged, easy-to-ewire and 
compact. 
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Socket with 
Shadeholder in Place 


Resist Corrosion and 
Atmospheric Conditions 


# 


Manufacturers of Outdoor 
Illuminated Devices 


Use Aluminum Sockets as a part of the device for 
inside or outside lighting. For Dending Machines, 
Advertising Novelties, Portable Tools. 


Hand Portable Manufacturers 


Use 486 and 487, Side Connected, also 486-B and 
487-B, Front Connected Types. 


The heavy Nipples are a solid part of the Shell. 
These Sockets add practical durability to the Hand 


Portable 
Industrial Lighting Fixtures 
Use Petticoat Type for outside lighting—a practical 
weatherproof job, with or without shadeholders. 
Railroads and Packing Plants 
Use Petticoat and Bayonet Sockets for heavy duty jobs, 


Bayonei Type 
Sockets 


Bayonet Type Sockets 
with Side Terminals on the 
Body are popular with 
practical wiremen. 


Bayonet slots are pitched 
to draw the shell and cap 
tight. 

A Solid Socket for outside 
or inside work. 














\ 
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Socket Showing 
Side Terminals 


If you want to see a Sample—‘tell your Jobber, or write us 


Pass & Seymour, Inc. 


Solvay Station Syracuse, N ‘ U. 
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Johnson have been employed as 
outside salesmen by the Price Elec- 
Co., of St. Paul, Minn., and 


Johnson has made 


tric 
Felix been 
counter salesman. 

E. W. Schneider formerly employed 
by the Westinghouse Electric & Mfg. 
Co., in the New Orleans office, has 
gone with the Electrical Supply Co. of 
New Orleans to act as salesman for 
the Gulfcoast territory. He has had a 
number of years’ experience both in 
engineering and merchandising. 

E. Barron Glenn of Charlotte, N. C., 
has accepted a position in the retail 
department of the Electrical Supply 
Co. of New Orleans. 

H. Hession, for the past four years 
with the Western Electric Co. of San 
Francisco, has been employed as office 
salesman by the Universal Electric 
Co., San Francisco, Calif. 

Ross Baxter will specialize on radio 
sales for the Bunnell-Stevens Co., Inc., 
Binghamton, N. Y. 

Arthur J. Bruns has been added to 
the sales force of the Madison branch 
of the Crescent Electric Supply Co., 
Dubuque, Ia. He will act as road 
salesman covering northern Wisconsin. 

J. J. Hines has been put in charge 
of the radio department of the Double- 
Day-Hill Electric Co., Washington, 
D. C. 

* & * 
ReQua Meeting Unqualified 
Success 

W. A. ReQua, president of the Re 
Qua Electrical Supply Co., Roch- 
ester, N. Y., was host to 100 men on 
the night of March 10. All of the 





“Yes, we have no complaints at all!” Meaning that one and all are satisfied afte: 
a prosperous year at the Missouri Valley Electric Co., Kansas City. Left to right 
Jack Searls, Arrow Electric Co., A. Major, R. H. Johnson, John D. Todd, vice-pres 
ident; John G. Searls, “Bill” Rheinold, W. E. Saylor, L. G. Gross, H. A. Esler, 
president; G. D. Roadcap and pipe, and A. H. Torrey, credit manager. 





company’s A agents were invited on 
this occasion and the meeting lasted 
from 7:30 until nearly 11:00 o’clock. 
As an evidence of the interest that 
was manifested, V. E. Walker, the 
toastmaster, after the last address, 
almost had to tell the men to go 
home. Not one had left the room, 
which in connection with late hour 
meetings, is an unusual occurrence. 
They had an orchestra, used the song 
books from the Chamber of Com- 
merce, and every detail in the ar- 
rangement of the meeting had been 
carefully planned. There was not a 
single jar in the entire program, but 
lots of fun, songs and good music, 
and a splendid dinner, furnished by 
the Hotel Seneca. The underlying 
thought of this whole affair was that 


it should be helpful in merchandis 
ing Sterling lamps. A playlet fi: 

ished the program and two lantern: 
had been installed, and also a coun 
ter display. They sold both of th: 
lanterns that night and three of th: 
counter displays, and additional or 
ders came in the next morning 
Three dealers were heard from who 
the next morning decorated their 
windows with lamps, and one of th: 
dealers on the program, made a ver\ 
interesting statement to the effect 
that he could check results from his 
cash register every day that he had 
a window display in. 

To sum up, everyone was enthu 
siastic about the whole program. 
which was both enjoyable and help 
ful. 














Banquet Given by ReQua Electrical Supply Co. of Rochester, N. Y. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end ‘of securing 
approval by Underwriters’ Laboratories 
and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Hotpoint 


Backed by 
Iron 


20 years of 
Successful 
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Selling Hotpoint Irons returns bigger 
profits than you can make selling any 
otherqualityiron. Hotpoint discounts 
are larger and the percentage of dis- 
count on Hotpoint irons is dependent 
upon the size of each order, but not on 
the volume of your yearly purchases. 


In addition to bigger discounts you 
get faster turnover on Hotpointirons. 
Twenty years of satisfactory service, 
the backing of intensive national 


Service 
and by 
National 





The Iron that gives you More Profit 


advertising, the indorsement of over 
5,000,000 satisfied users—these are 
the things that make quick sales and 
many of them. 


And what a satisfaction to sell a qual- 
ity product such as the Hotpointiron, 
famed for its hot point, strength-sav- 
ing cantilever thumb-rest handle, 
attached stand, all-way-thru handle 
bolt, floating contacts and mirror- 


like finish. 
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- Open the Way 
to Bigger PROFITS 


Hotpoint Servants are known products. They have the unquestioning 
confidence of the buying public. Many years of national advertising, 
supported by worthy products which have assured unusually satisfactory 
service, have placed Hotpoint Servants high in the housewife’s esteem. 
® Dealers handling them have an invaluable advantage over competition. 
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Another New Hotpoint Servant 


An enormous market exists for this handy, ever-ready, household 
soldering iron. Invaluable for building radio sets and for small 
soldering jobs around the house and the automobile. Built to 
Hotpoint standards throughout, and covered by regular Hotpoint 
guarantee. Fitted with the famous Hotpoint sheath wire heating 
unit; specially designed heavy copper chisel tip; sturdy steel 
shank; good grip ebonized wood handle; secure cord anchorage. 
A supply of rosin, core solder and an iron rest supplied with each 
iron. Feature this Soldering Iron strongly. The demand is there. 


EDISON ELECTRIC APPLIANCE CO., Inc. 
5612 West Taylor Street: Chicago, IIL. 


Factories at Chicago, Illinois, and Ontario, California 
BOSTON NEW YORK CLEVELAND ATLANTA CHICAGO ST. LOUIS SALT LAKE CITY ONTARIO, CALIFORNIA 


Also makers of a complete line of Hotpoint Electric Ranges and Edison Heavy-Duty Equipment 


e a ee a ne ee ee —__eew eee eee ee i re ian) 
A A I : I Edison Electric Appliance Co., Inc., 5612 West Taylor Street, Chicago, Ill. | 
= Gentlemen: |) eee nee eerie ; i. ae | 
| Kindly place us on your mailing list to receive periodic feature merchandise announcements and | 

THE i selling helps. i 

Jj Name..................... I 
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Substation Does All But Think 
Observant passengers have noticed 
that New York Central trains arriv- 
ing at, and departing from, Grand 
Central Terminal, New York, are 
now more brilliantly lighted than 
they have been in recent months. This 
improvement in lighting is the only 
outward and visible sign that an ad- 
dition to the terminal plant, which is 
attracting unusual attention from 
electrical engineers, is now in service. 
Officially, this improvement is des- 
ignated as “Remote Controlled Sub- 
station No. 2-A.” It is located 
beneath the tracks at 110th street. 
Briefly defined, this substation 
consists of a 2,000 kilowatt motor- 
generator and the accessories required 
to enable it to function without su- 
pervision. For there are no human 
beings in or near the substation. When 
its services are required a man up at 
Mott Haven, two miles away, throws 
a switch, whereupon, a little motor 
starts turning a drum on which there 
are a lot of contacts like the pins in 
an old-fashioned music box. As each 
pin comes around instead of striking 
a note it makes an electric contact 
that causes some one of the devices 
to function in a manner to help start 
Nothing can hap- 
hap- 


up the machine. 
pen prematurely—everything 
pens in order. Finally the last switch 
is closed and the motor-generator is 
at work. 

Should the load 
neighborhood it carries more and more 
load in its effort to maintain the 
voltage at the highest point. Even 
when the load becomes overwhelming 
it stays on the line and raises the 
voltage 100 volts when the load is 
heaviest. Its action is like that of 
a raft that boys use when in swim- 
ming. If too many get on, the raft 
goes under water but still keeps lift- 
ing. When some of the boys leave it, 
it comes to the surface again, and 
that is just the way this novel sta- 
tion acts. When the rush is over the 
man at Mott Haven throws the switch 
the other way and the generator stops. 
During morning and evening rush 


increase in its 











hours when trains are moving as close 
together as safety will permit, the 
voltage is pulled down. This does 
not diminish the power for more cur- 
rent flows, but does dim the lights 
in the coaches. Raising the voltage 
at the third rail brightens up the 
lights so the suburbanites can see to 
read their papers. Incidentally the 
higher voltage also makes greater 
speed possible, and, in case of a 
temporary block, enables the trains 
affected to pick up speed more quickly. 
* * # 


Impregnating Compounds 

Compounds of a certain melting 
point begin to soften before the melt- 
ing point is reached, and they must 
be heated somewhat in excess of the 
melting point before they reach var- 
nish fluidity. 

For instance a compound that 
“melts” at 100° C.—212° F. may re- 
quire 125° C.—257° F. before it be- 
comes sufficiently fluid to penetrate 
or actually impregnate; and it is 
quite evident that the temperature 
of the armature, coil or other device 


























to be impregnated must be raised to 
the same point through and throug): 
so that the molten material will not 
“chill” and become too viscous to 
penetrate the innermost interstices 
rae = 

“Accelerating” Varnish Drying 

A slow drying varnish that is 
known to contain a high percentage 
of linseed, china wood or other oil, 
may be “accelerated” by preheating 
the coil or armature, dipping as wit): 
baking varnish and turning frequent 
ly while draining, not only to prevent 
thin spots but to retain as much of 
the varnish as possible. As the dry 
ing thus proceeds from the inside to 
ward the surface, the possibility o/ 
air pockets is avoided and good re 
sults can be secured in a remarkab}\ 
short time. Furthermore, the plan 
lends itself readily to emergency 
work where it is possible to preheat 
by passing a properly controlled cur 
rent through the windings them 
selves. But it is never advisable to 
use a quick air drying varnish for 
this purpose. 














Snapped during the annual sales meeting of the Columbian Electrical Co., Kansa 


City, January 17, 18, 19. Left to right. 


James Stewart, radio; W. B. Satterlee, pres- 


ident; Val B. Habryl, proprietor, Kansas Electric Co.; R. P. Ewing; Geo. P. Tobin: 
Frank Deitrick; Chas. A. Meier, Westinghouse; H. D. Howell, Westinghouse lamps; 


W. S. Blue, vice-president; Dan Leeson; A 


. J. Hensler, Westinghouse; B. B. McBride: 


George L. Gruenewald; Jack Harris; A. P. McGuire; T. O. Strong; H. J. Barhyd' 


and O. C. Rhodes. 
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SALESMEN:—A great national advertising campaign is helping 
And intensive advertising in 























Eveready 
i tubular 
flashlight 
No. 2631 
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Eveready 
aluminum 
flashlight 
No. 2692 
























dealers sell Eveready Flashlights. 
Eveready all the important trade magazines is helping you sell Eveready 
focusing Flashlights to the dealers. This is a reproduction of the current 
Age, advertisement in trade papers. 

spotlight 

with the 

300-ft. 

range. 
No. 2674 

AN Ny We YY 
nat i tt wen 











Eveready 
focusing 
searchlight 
with the 
500-ft. 
range. 
No. 2644 





























Eveready Unit 
Cells, in 2 sizes, 
fit and improve 
all makes of 











flashlights. 











22 fine flashlights— new features 


['wenty-two fine flashlights in the 


four general types illustrated above. 
Newly designed cases. New features. 
New reasons for selling the perfect iy 
portable light for every purpose and 


purse. There’s the new safety-locking FLASH LI GHTS 
switch that t be turned on by ac- 
shat Then there's the paenad ml iy BATTERIES 


ring—better looking, easier to screw 
on and off. Prevents rolling. 

The new ribbon-pattern fibre cases 
are practical, good-looking, water-proof, 
warp-resisting. Some of these flash- 





they last longer 


lights have beveled lenses; others have 
moulded bull’s-eyes. Eveready stand- 
ard features are retained, of course. 
No change in prices—65 cents to $4.50 
retail, complete with battery—any- 
where in the U. S. A. NOW —-sell the 
new line! Ask your jobber. 





Manufactured and guaranteed by 


NATIONAL CARBON CO., Inc. 
New York San Francisco 


Canadian National Carbon Co., Limited 
Toronto, Ontario 
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A Handy “Vest Pocket 
Telephone Directory” 


Free to You and 


Your Trade! 


We particularly want every job- 
ber’s salesman to have one of these 
handy telephone memo books. 


They're the handiest little things 
you ever saw. Slip into your vest 
pocket with just room enough for 
your pencil and fountain pen. 


For recording the telephone num- 
bers of your customers and pros- 


pects there’s nothing like them. 
Thumb indexed—numbers located 
immediately. 


And they're available in practically 
any colored leather. 


A post card from you will start your 
copy on its way. 

We'd be glad to send your dealers 
a copy for their use. We'll send 
them with your compliments. Send 
us their names and let us help you 
make more sales. 


Ettco Products 
Sell Your Trade! 


Armored Conductors 
Flexible Steel Conduit 
Flexible Non-metallic Conduit 
and other products in this 


To 


classification. 


Eastern Tube & Tool Co., Inc. 
594 Johnson Ave. 
BROOKLYN 


NEW YORK 


Electrical Supplies 





Getting Wholesale Buyers 
Into the Store 


“We do not wish it to be thought 


Bettle, 
store manager of the Central Electric 


new with us,” says Griscom 


Co., Chicago. “For a long while we 
have been adding, remodeling and in- 
stalling for the benefit of our whole- 
trade. We still 
looking for new ways to perfect this 
will add 
| other innovations from time to time.” 
| One of the 
| ments along the line mentioned above 


sale are, however, 


system and _ undoubtedly 


most recent improve 


| is illustrated in an accompanying 


| photograph. This is the designation 
| of a definite spot and a certain man 
to serve the visiting dealer. The sign 
“Ask for Mike.”’ And “Mike” 
is on hand to see that the promise of 
Naturally 


he has to have assistance, and will 


reads: 
better service is fulfilled. 


| probably have one man regularly as- 
signed who will also cultivate the ac- 


quaintance of the dealers. “Mike” 








“Mike” and His Sign 


will also have at his elbow a telephone 
as the ‘“‘contractor-dealer 
When the dealer leaves he 


known 
phone.” 
carries ‘Mike's’ card, which means 
that when he returns to his shop and 
has occasion to telephone he knows 
whom to ask for because he has become 
definitely acquainted with him. 

All wholesale buyers will be notified 
by letter of this innovation in their 
behalf, and that a complete stock will 
be available on the first floor to fill 
their needs. The idea of this ‘“Con- 














tractor-dealer Desk” is to bring more 


that catering to dealers is anything 


dealers to the store and induce those 
already coming to shorten the time be 
tween visits. Mere letters or signs 
cr slogans will not do this, but the bet 
ter service back of the idea will show 
Accom- 
panying the above there 
will be the announcement of an ad- 
ditional fixture display recom which is 


the dealer an actual benefit. 
invitation 


being equipped with an assortment of 
Wahle fixtures and brackets. This 
room is a strictly dealer proposition 
and is offered as a place where he can 
meet his customers and afford them 
a wide range of selection. 

No single plan can possibly solve 
the problem of cementing contractor 
dealer friendship. Many things to 
gether, however, will do the trick. 
Each plan introduced is based not on 
mere publicity or cleverness, but is a 
definite offer to do something better 
for the customer in the way of speed 
ing up the service, helping him select 
and making it easier for him to buy 
profitably. That of 
which includes the contractor-dealer, 
the building electrician or engineer 


class buyers 


and the industrial electrician, is the 
class to which the jobber is catering. 
These men, as a rule, know what they 
want, their needs are important and 
Any- 
thing, therefore, that will bring them 


their business highly desirable. 


to the store oftener is a step towards 
bigger business. 


* * * 


Townsend Reports New Audit 
System 


T. L. Townsend, second vice 
president of the National Electrical 
Supply Co., of Washington, D. C.. 
reports that all officers of the com- 
for 


been re-elected 


They have also just 


pany have 
another year. 


completed a new audit system to- 


gether with cost equipment and 
daily inventory. 
* OK OK 


San Diego Men Identified 


On page 14 of the March issue ot 
THe Jopper’s SALESMAN there 
peared three unnamed members of the 
Electric Supplies Distributing Co.. 
San Diego, Calif. In 
with the outline map showing the 
“Four Jobbing Corners of America,” 


ap- 


connection 
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Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywiiere by the Benjamin Electric Mfg. Co. 








Benjamin Elliptical Angle 
Sign Reflectors Win! 


very once in a while we have 


some concrete evidence of mighty 


effective cooperation upon the 


part of a jobber’s salesman. 





sold on the Benjamin reflectors. 


The 


were installed level with the top 


of the 


Jenjamin Elliptical 


Angles 


board and did not throw 


any glare whatever while the 
other reflectors, due to their hav- 
ing to be installed considerably 
below the top of the board threw 
quite a glare on all of the letters 
at one end of the sign. The four 
Benjamin Elliptical Angles gave 
just as great an intensity of light 
as the five other reflectors. The 
five other reflectors have now 


@ekn, & hoee - Le. 


Four —— Elliptical Angle Reflectors at the Left End of the Sign. Note That They Are Entirely Out of the Field of View and Do not Throw 


Any Glare on the Letters. 


There was a big contract up for 
closing for reflectors for illum- 
inating outdoor advertising signs, 
and the smartest and finest com- 
petition on the job. Under in- 
struction from the jobber’s sales 
department, and under the super- 
vision of the sign company, an 
experimental installation of four 
Benjamin Elliptical Angle Reflec- 
tors was set up along with five 
other mighty good reflectors. 

The Benjamin Elliptical Angles 
were put on one end of a 50-foot 
painted board and the other re- 
flectors on the other end. The 
minute the sign company saw the 
il’umination at night they were 


a 


3 CONICAL REFLECTORS. Note the areas 
in between that are unlighted unless additional 
units are used. 


— 




















Side View, Benjamin Elliptical Ang'e 


Reflect:r 








Pyyeyn 
posed i 





4 CON'CAL REFLECTORS. 
— recul‘red ty» distribute 


beard 


Note additional 


light over 


whole 





Note, Aliso, That Fcur Benjamin Elliptical Angles Give as Much Illumination as the Other Five. 


been taken down and replaced 
with four Benjamin Elliptical 
Angles, and the sign company is 


now standardizing on Benjamin 
Elliptical Angles for all their 


work in the territory. 

That jobber is going to get a 
lot of orders for these reflectors 
in the future, and, incidentally, 
along with this particular order 
for reflectors h 
itial order for time clocks, which 
all goes to show that you never 
can tell. This one sign job worked 
to its ultimate conclusion by the 
jobber and the manufacturer is 
going to be mighty good for both 
and a fine thing for the customer 


e secured a big in- 








3 ELLIPTICAL ANGLE REFLECTORS 
Nete even distribution over the whole board 
with fewer units. 
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Ben-ox, the Commercial and Industriaig! 
Serve To-morr@R 


Brief descriptions of Ben-ox 
which have appeared in earlier 
issues of “Remarks and Other 
Things” have brought many re- 
quests from jobbers’ salesmen 
for a more complete presenta- 
tion of the features which make 
this the outstanding development 
in present-day Commercial and 
Industrial Lighting equipment. 
The following description and il- 
lustrations are given, therefore, 


so that jobbers’ salesmen may 


have a clear idea of Ben-ox and 
its manifest advantages to con- 
tractor, engineer, owner or ten- 
ant. 

Ben-ox lighting equipment not 
only meets the lighting require- 
ments of today; it provides the 
means within itself of meeting 
the lighting requirements of to- 
morrow, easily, economically and 
efficiently. 

There are two distinct applica- 
tions of Ben-ox, one for Commer- 


cial Lighting, the other for In- 
dustrial Lighting. However, the 
principle upon which Ben-ox is 
designed and built is the same in 
both Commercial and Industrial 
applications, viz: a sturdy thread, 
the Ben-ox Thread, by means of 
which one part of the equipment 
is screwed into the other, so that 
the Ben-ox basic unit being in 
place, the contractor, enginecr, 
owner or tenant may attach, re- 
move or replace reflectors, shade- 


~ For Commercial Lighting 


A Ben-ox Mounting 
Element 





and a Canopy 








Make up a Ben-ox 
' Basic Unit 





and a Supporting Ring 





a Keyless 
Socket 


Into Which You Screw 


or a Pull 
Socket 





The Ber-ox Mounting Efement is wired and attached to a standard outlet box, the cattopy held in 


place by a supporting ring. 


A keyless socket is screwed in, or, if local control is desired, a pull socket. 


Note that the Ben-ox Thread on the mounting element is identical with the thread of the supporting 


ring and the Keyless and Pull sockets. 


approval, and can get light by serewing in a lamp bulb, 


Now, suppose you showed Ben-ox to your customer this §W! 
with any other lighting Unit? 


The wiring is finished. You are ready for inspection and 


i. 








Turn taext 
will serve to- 


PRINT IN BINDING 
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holders or connectors over a wide 
range of interchangeability to 
lighting requirement 
that may develop either in the 
original 


meet any 


installation or at any 
time thereafter without disturb- 
ing the original wiring. 

sen-ox is easily wired. The 


block 


does away entirely with solder- 


ing units, this terminal 
ing and taping of connections. 
Where the contractor has the job 
of wiring on a lump sum or for 
a fixed sum per outlet, the advan- 
tages to him in reduction of time 


and saving of material are 


ghting Equipment of To-day that Will 
Requirements. 


The contractor is also inter- 
ested in securing inspection and 
With 


finish his wiring job and get his 


approval. Ben-ox he can 
money regardless of delay in the 
choice and installation of appro- 
reflectors or 


priate glassware. 


Subsequently he can attach re- 













terminal block, which is identical 


























in both commercial and industrial obvious. Where the owner or flectors and glassware in a frac- 


lighting equipment, has large tenant is making the installation tion of the time necessary with 


binding posts and ample room for these advantages are likewise ap- the old-fashioned method of sol- 


In the ceil- dering and taping joints. 


For Industrial Lighting 


convenient wiring. parent. 















LARGE TERMINAL 
BLOCK ~ EASILY 
WIRED 

















KEYLESS 
SOCKET . 3 


PULL SOCKET 
KEYLESS SOCKET OR 
PULL SOCKET WHERE 


LOCAL CONTROL IS DE- 
SIRED 


R.L.M. STANDARD DOME 
BOWL OR ANGLE REFLEC- 
TOR SCREWED IN BY MEANS 
OF THE BEN-OX THREAD 


























Where a stem-suspended unit is desired, the large terminal block is easily wired, pulled in place in the 
socket and held there by the supporting ring. The ceiling fitting has an identical terminal block, doing 
away with soldered and taped.connections. By means of the Ben-ox Thread, either a keyless socket or a 


pull socket, identical with that used in commercial lighting, is screwed in place. The wiring is finished. 


You are ready for inspection and approval and can get light by screwing in a lamp bulb. 


;@What has been accomplished that is more than is possible 
‘Gxt page and see how to-day’s equipment 
$s requirements. 


[NDING 
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Ben-ox—the Commercial and Industrial Lighting Equipment for 
To-day that will Serve To-morrow’s Requirements. 





For Commercial Lighting 


First of all, you have finished the wiring job. You can get inspection and approval. You can have light 
and, at will, general or local control. Then, by means of the Ben-ox Thread, you may screw in either 
an R. L. M. Standard Dome, a Bowl or an Angle Reflector, a Shade-Holder, or a Chain Loop, 3-Chain 


Hook or a Drop Cord Connector like this: 





Connector fer 


Benjamin Reflector Shade Holder Connector with Connector with Attaching Drop 
for Glassware Chain Loop 3-Chain Hook Cord 





To get a Complete Equipment like this: 








For Industrial Lighting 


You have, just like in Commercial Lighting, finished the wiring job. You can get inspection and 
approval. You can have light and, at will, general or local control. By means of the Ben-ox Thread, you 


may screw in either an R. L. M. Standard Dome, a Bowl or an Angle Reflector, like this 









Reflectors, Shade Holders and Connectors are all equipped with the same identical Ben-ox Thread, by 





which any part may be screwed to the other. Any part may be taken down for cleaning or replacement 





or for interchange one with the other, at any time, as easily as changing a lamp bulb, and without dis- 





turbing the original wiring. 
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This trio was clipped at random from 
group snapshot. Unfortunately 
his picture reached us_ without 


ames, but the editorial scissors just | 


happened to select three leading 
nembers of the company cast. Left 


to right they were: Grant Guthrie, | 
ecretary and treasurer; Walt C. | 


Wurfel, president, and Fred G. Goss, 
sales manager. 
a oe 
Electric Appliance Co’s New 
Catalog 


This is a reproduction of the front 
cover of the new No. 60 catalog of 
the Electric Appliance Co., Chicago. 
It embodies a radical change from 
former catalogs, as it is made up by 
the R. R. Donnelley & Sons Company 
in a new style of compilation with a 


new size of page. This size is 714% by 


Electric Light, 
Railway, Telephone 
and House i 


CHICAGO 








New Catalog of Electric Appliance Co. 


105g ins., conforming to the recom- 
mendation made by the National As- 
sociation of Purchasing Agents. It 
also has practically the same size page 
recommended as standard by the Elec- 
trical Manufacturers’ Council, which 
is 734 by 105 in. 

By reason of the new style of com- 
pilation more articles can be shown 
per page and it can be consulted much 
more quickly than the old form. The 
greater compactness naturally reduces 
the weight, which will be appreciated 
by salesmen. 

This, by the way, is the first cata- 
log of the new style to be distributed 
in Chicago. It will soon, however, be 
distributed in the territories covered 
by the San Francisco, Dallas and New 
Orleans houses of the Electric Ap- 
pliance Co. 
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You can increase your 
sales volume with 














—the efficient and economical rectangular reflector 
for sign lighting—fast being nationally adopted by sign 
companies as standard equipment on all their boards. 


a real sales promoter! Assures you and your dealers 


quick turnover and real profits. 


And yet, the ISOLUX is only one specialty in our 
large and varied line. There are Wheeler Reflectors to 
meet every need of Industrial Lighting! 


Write today for our 45-page catalog illustrating our 

complete line, including: 

Wheeler Industrial Reflectors 

Wheeler “1300” Railroad Fixtures 

Wheeler Gas and Vapor Proof Fixtures 

Wheeler Mazda Street Fixtures 

Wheeler Painted Metal Shades 

Wheeler Show Case and Window Reflectors 


Wheeler Orchestra Shades and Exit Lights 


WHEELER REFLECTOR CO. 


275 Congress Street BOSTON, MASS. 
EEE — 
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Rochester Jobber’s Home Elec- 
trical Page 

During the past year the Rochester 
Electrical Supply Co., Westinghouse 
jobber of Rochester, N. Y., has been 
running a full page advertisement 
once a week in one of the leading 
Rochester papers in conjunction with 
a number of the larger dealers. ‘This 
takes the form of a “Home Electrical 
Page” and the cost is distributed so 
that the dealers pay half and the bal- 
ance of the cost is paid by the 
Rochester Electrical Supply Co. and 
Westinghouse. The middle of the 
page contains a number of interest- 
ing articles on electrical appliances, 
etc., and the borders of the page are 
taken up by the dealers’ individual 
advertisements. The copy for the 
whole page is written by the jobber, 
whose name appears as Westinghouse 
distributor at the bottom of the page. 

This was run weekly through last 
year and during that period the sales 
on the products advertised are said 
to have increased 50 per cent over the 
previous year. It is estimated that 
between 30 and 40 per cent of the in- 
crease was due directly to the adver- 
tising. Of course, this policy tends 
to bring the jobber in closer rela- 
tionship with the dealer, also. 

By the arrangement made with the 
newspaper, the inside space for the 
reading matter was furnished free by 
the newspaper. 





Tying Up With the Toast 
Campaign 
A* idea that helped me recently, 


and which may help others, 
came upon me most unexpectedly. I 
got off a train in Hartford, Conn., just 
at the commencement of an intensive 
“Eat More Toast” campaign. The 
drive was to last five weeks. 

As I walked through the city I no- 
ticed a great number of bakeries and 


grocery stores with signs up stating 
that toast was being made inside and 
that samples could be had. That in- 
terested me and I went in a few of the 
stores and peered into a great many 
more, and was delighted to observe 
that all the stores were using electric 
toasters. This gave me my idea. 

A certain dealer in a thickly popu- 
lated part of the city gave me a cus- 
tomary order few 
among other things. 

I looked at him in disdain and told 


for a toasters 


harvest 
He re 
littl 


him that he ought to reap a 
from the toast campaign. 

marked that he 
extra business because of it. 


yas doing a 


My idea briefly was, to have hin 
take a the bakers 
grocers and install a_bread-toasting 


lesson from and 
exhibit himself on a platform used 
to supplement his window display. 

I told him that if he cooperated 
with some nearby baker he probably 
could gét all the bread he could us: 
for nothing, by simply advertising in 








lf You Have a 














Motor Problem 
Let’s Solve It 
Together 


«Tf yom are  mamufacrurer of tices. clothing, or any 
ther 














WOT WAFFLES! 
area 

































































































Fac Simile of Rochester Electrical Supply Co.’s Home 





Electrical Page. 
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jobber and retail store handling Hemco Plugs. 


“Those who know—demand Hemco.” 


between quality and retailing profits. 


Ever increasing profits are assured to the retailer who simply displays Hemco Plugs, and makes known 


their superior quality. 


GEORGE RICHARDS & COMPANY 


557 W. Monroe St., 





Chicago, Ill. 


ae 





LARGEST 


SINGLE. 
MONTH 


DURING 
i921 
i922 
i923 


THIRD ADVERTISEMENT 
HEMCO SLOGAN SERIES 











B 


LARGEST 

JANUARY. 

DURING 
1921 


I922 
1925 











Cc 


SALES 


JANUARY 


1924 


THE A-B-C OF HEMCO SALES 


The story told by this graphic chart of Hemco Plug sales is one of increasing profits for every dealer, 
Each year Hemco Plugs have won their way into greater 
public favor. The size of Column C over columns A and B indicates clearly the definiteness with which 
Hemco Plug sales continue to grow. The reason for the continued growth is summarized in this line, 
Once a user knows Hemco quality, he demands it. 
HEMCO demands are being satisfied by retailers who know the value of selling quality and the relation 
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The Highest-Priced 
Oscillator ! 


and Why! 





Here is, without 
do.bt, the highest- 
criced oscillating fan 
on the market! 


The six-blade 16- 
inch 60-cycle Emerson 
oscillator with a very 
distinctive perform- 
ance which has put it 
in a class by itself! 


Moving air in large 
volumes, with wide dis- 
tribution, with no ob- 
jectionable blade noise 
or motor hum, this fan 
has made a special place 
for itself in theatres 
and churches. 


It has the long life 
and flexibility of ad- 
justment of other Emer- 
son oscillating fans. 
Of course, it carries 
the Emerson 5-year 
Guarantee. 


This distinctive type 
is an asset to every 
salesman who sells Emer- 
son Fans. Thousands in 
use, because of special- 
ized performance. 


Do your dealers know 
about this fan? 


The Emerson Electric 
Mfg. Co. 


St. Louis New York 


The Emerson Company 
sells No Apparatus at 
Retail. 














Electrical Appliances 





of the bread 


and the baker who supplied it. 


his window the name 

He thought it over for a while and 
consulted with one of his men before 
he consented that it was an idea that 
would possibly yield him extra busi- 
further and 
could get a 
chance to interest the sample grab- 


ness. I even went 


showed him how he 


bers in other things, even if they 


| didn’t want to purchase a toaster. 


The result was that I sent through 


to firm a rush order for more 


toasters than I had previously got 


my 


from that particular dealer in a whole 
year. Shortly after, this was fol- 
lowed up by a supplementary order 
for more toasters and other articles. 
T. A. Doran. 


a a 


Northland Conference on Sales 


The Northland Electric Supply 
Co., Minneapolis, Minn., held its 
annual sales conference at the 























The above pictures show part of the 
electrical appliance section in the store 
of Central Electric Co., Chicago. It has 
been found that all classes of buyers like 
to see the appliances themselves rather 
than a catalog picture. Therefore Central 
maintains a store and display stock suffi- 
cient to allow the showing of even the 
uncommon appliances. Considerable effort 
is necessary to keep a display of heating 
appliances in the proper state of cleanli- 
ness and order. Not only must the equip- 
ment itself be kept spick and span, but 
the shelves and cases as well. When gaps 
occur they must be filled at once, nothing 
but an unbroken array of shining nickel 
will do. The stock illustrated speaks for 
itself, the pictures being taken at the end 
of a busy day without any fuss or 
straightening. 





week o1 


Hotel 


March, at which 


the first 
an excellent busi 


Andrews 


ness was predicted for 1924 for thes. 
salesmen who make on intensive et 
fort to sell merchandise and encourag: 
their customers to do constructiv: 
sales work. 

Among those who attended and 
addresses Martin J 
Wolf, Bussmann Manufacturing Co. 
St. Louis; B. D. Horton, A. R. Mac 
Lachlan, Square D Co., Detroit; Geo 
Share, Emerson Electric Mfg. Co.. 
St. Louis; R. L. Wildauer, Arrow 
Electric Co., Chicago; A. H. Friend. 
M. B. Austin Co., Chicago; D. G. 
Welling, Appleton Electric Co., Chi 
cago; Edw. H. Grieb, Holophane 
Glass Co., Milwaukee; L. W. Ren 
dall, Edison Lamp Works, Chicago; 
W. L. Zink, Landers, Frary & Clark. 


New Britain, Conn.; Harry S. Davis, 


made were: 


Curtis Lighting, Inc., Minneapolis; 
C. B. 


Corp., St. Louis; J. W. Powelson, 


Richardson, Wagner Electric 


Electrahot, Inc., Minneapolis; C. 
Maxwell, Edison Lamp Works. 
Minneapolis. 


The annual banquet at the close 
at the 
A unique feature of 


of the conference was held 
Andrews Hotel. 
the banquet was the singing of paro- 
dies using the names of the different 
D. E. Ford. 


vice-president and general manager 


factory representatives. 


of the company acted as toastmaster. 
* * * 


Well Known Florida Jobber 
Dies 

George Hubbard Holt, president of 
the Holt Electric Co., of Jacksonville, 
Fla., died at Atlantic Beach, near 
Jacksonville, February 9. 

Mr. Holt had been president of the 
company since its organization in 
1920. He was recognized as a man 
of unusual ability, and the effects of 
his management have been noticed in 


the steady growth of the company he 


headed. 
*x* * * 


Tidewater Electric Plans New 
Headquarters 

On or about May 1 the Tidewater 
Electric Co., Inc., New York City, will 
move to larger quarters located at 29- 
31 Park place, where it will carry a 
full line of radio and electrical sup- 
plies. 



































































No. 90 Q. D. Bi-Lite 








Q.D. 











No. 90 Q. D. Bi-Lite 











J 





BRANCH OFFICES 
*Chicago, 629 West Jack- 


son Blvd. 

*San Francisco, 1068 Mis- 
sion Street 

*Los Angeles, 1356 South 


Hill St. 
*Boston, 105 Milk Street 
*New Haven, 154 Temple 
Street 
Cleveland, Rockefeller Bidg. 








‘ 








Bifile 


No. 90 Q. D. is the BI-LITE that will bring business to 
Jobbers, Dealers and Contractors. This efficient and 
durable double socket will travel over the counter like 
Ralph De Palma coming down the stretch. It will appeal 
to all classes of customers—is just the plug to use in con- 
nection with “convenience” or base-board outlets. 





' The No. 90 Q. D.—like all BI-LITES—is made of Bake- 


lite and is guaranteed “from now on.” Has no soldered 
connections, brass shells or porcelain parts. Brass con- 
ductors are single stampings. Spring contacts through- 
out. BI-LITE assembling is sure and certain—it “can’t 
go wrong.” Write for a sample, examine it thoroughly, 
sell yourself—then your customers. 


We will soon have a new BI-LITE ready for the market 
—a plug that will prove a whale of a hit! Sign the cou- 
pon and we will send you our sensational announcement 
as soon as it’s ready to ride. 


BETTS &BETTS 


CORPORATION 
644 West 43rd Street, New York, U.S.A. 


Stocks are carried at points designated by star (*) 


\ 


BRANCH OFFICES 


Pittsburgh, 303 7th Ave. 

"Detroit, 143 E. Jefferson 
Ave. 

*St. Louis, 1132 Chestnut 
Street 


Louisville, 606 Lincoln 
Bank Bldg. 

El Paso, Texas, Mills Bldg. 

*Philadelphia, 2403 Chest- 
nut St 
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BETTS) 
WYNK-A-LYTE 
FLASHING PLUG 








Name 


SUPER 
Folding 


HETERODYNE 


Address 
Loop 


Jobber 








BONNER| Betts & Betts Corp., 
644 West 43rd St., New York. 


$ Get Your Name in for the Big 


News! 


Send me the Big News when it’s 
ready to break. 
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Making Better Homes makes 
Your Business Better | 








TURN INTEREST INTO SALES 


General Electric advertising appearing monthly in 
the popular magazines is getting across the story 
of electric convenience in the home to thousands of 
home builders and to more thousands who wish to 
wire the old home. Thousands of requests are 
coming for ““The Home of a Hundred Comforts’ — 
the book which tells the complete story of electrical 
convenience. 


All this interest means business for the dealers who 
can render qualified electrical service. Read on the 
next page what your dealers must do to cash in and 


Pa 0 i MERCHANDISE 


GENERAL 
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Make this Book and the 
National Advertising Work for you 


HERE’S HOW. 





Check this 
with your 
dealers 


—Code Wire 

—“B-X” Flexible 
Armored 

b Conductor 

N —Greenfielduct, the 
rigid conduit 

—Outlet Boxes 

—Sockets 

—Convenience Outlets 

—Switches 

—Elexits 











DEPARTMENT 


Here are the ways to help your dealers 
get their share of the business. 






First, they must be ready with a stock 
of G-E quality materials and merchan- 
dise. Check over the list shown at the : 
left to be sure nothing is omitted. Then fea A 
supply them with a complete outfit of ZA 
salesmakers and see that they use it. 
Show windows should be put to work. 
At least two displays of wiring devices a month are advisable. 
“G-E complete Wiring Displays’ a development of the former 
“G-E Speedy Charge Service’ will make it easy to do a good 
job. G-E folders, form letters and newspaper advertising helps 
should all be used to identify your dealers’ store as the head- 
quarters for G-E Reliable Wiring Devices. 


The material is all available—be sure that it is used. 


Merchandise Department 
Genera! Electric Company The 
Bridgeport, Connecticut Guarantee of Excellence 


ELECTRIC 


el ee ee ee ee ae a ee ee 


















on Goods Electrical 
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Your Dealers’ Biggest Market for Lighting 


Equipment 





Points to Talk Over with Them Regarding Great Opportunity in Old Buildings Already 


The big end of the lighting equip- 
ment business is, always has been, and 
always will be, the replacement busi- 
ness; for the simple reason that there 
are more old buildings than new ones. 

“But,” objects the lighting contrac- 
tor, “many of the old buildings are al- 
ready equipped with electric fixtures.” 
True! But so are most homes pro- 
vided with furniture, wall paper and 
draperies, yet the dealers in furniture 
find no difficulty in selling new daven- 
ports, dining room tables and chairs, 
to people 
who already have similar articles of 


bedsteads and _ dressers, 
furniture, and the interior decorators 
would soon go out of business if peo- 
ple bought wall paper only once in a 
lifetime. 

None of these things is replaced be- 
cause it is no longer serviceable, but 
because time and use have marred its 
appearance and, principally, because 
it is out of style. 

There is a growing tendency, as 
pointed out in “Beardslee Talks,” for 
department stores and furniture stores 
to add lighting equipment to the lines 
they sell, just as hardware stores have 
entered into competition with the elec- 
trical dealer-contractor in the sale of 
electric household appliances. It 
would seem that these tradesmen in 
other lines sense the vast possibilities 
for replacement business in lighting 
equipment which the electrical dealer 
fails to realize. Lighting equipment, 
like everything else the public buys, 
must be merchandised, that is to say 
attractively displayed in the show 
room and advertised in the newspa- 
pers so that people are continually re- 
minded that they need new lighting 
fixtures. This, apparently, is what 
the department store and the furniture 


Equipped 


dealer are banking on to beat the 
electrical dealer-contractor at his own 


game. They believe they are better 
merchandisers. 

Are they? In some cases, yes; in 
some cases, no. The old-time elec- 





Dealer 
Suggestions 


1. Why replacement busi- 
ness offers the larger 
field. 

2. Replacement — business 
not so competitive as to 


prices. 

3. Change of ownership 
often calls for new 
styles of lighting equip- 
ment. 

4. Merchandising 
displays. 

5. Young girls in house- 
holds call for latest 


styles and become the 
real purchasing agents. 

6. Dealer’s own lighting 
installation as an adver- 
tisement. 











trical dealer-contractor with the grimy 
shop piled full of wiring material and 
the dirty show window with a few fly- 
specked electrical appliances displayed 
in it, is doomed. Doomed as a dealer, 
that is to say; though he may still ex- 
But if he wishes 
to continue to exist in the dual capac- 
ity of dealer-contractor he must learn 
to fight those who are encroaching on 


ist as a contractor. 


his field with their own weapons—at- 


tractive displays of merchandise both 
in the show window and within the 
store and sufficient advertising to keep 
himself and the class of merchandise 
he sells in the minds of the people of 
his community. 

Every time a building contract is 
let, every electrical dealer-contractor 
might be assumed to go after the wir- 
ing job and cut prices to the bone to 
get it. 
erected in a town there are hundreds 
of old residences and stores that need 
some additional wiring. This business 


But for every new building 


is not, as a rule, competitive. It goes, 
in most cases, to the man who first 
suggests better light, more modern 
lighting equipment, more convenience 
outlets. 

Every time an old residence passes 
into the hands of a new owner the in- 
terior decoratcr calls on the buyer 
knowing that the man who has just 
spent several thousand dollars for a 
home is in the mood to spend a few 
hundred dollars 
paper, window shades and fresh paint 
and varnish for the woodwork. Is 
there any reason why, at such a time, 


more for new wall 


new lighting equipment should not be 
installed as well? 
no one suggests it. 
In every home in every town where 
there is a girl of high-school age there 
is a prospect for new lighting equip- 


None—except that 


ment. Any one who has a daughter 
of his own does not need to be 
told that at about the age of 14 she 
begins to have decided opinions about 
her own clothing and a year or two 
later she is the real purchasing agent 
of the family though mother, or 
father, still pays the bills. 

The old sofa, with its polished ma- 
hogany frame is replaced with an 
overstuffed davenport, and the solid 
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Flood Lights 


ANDIES 


peer~eee=e w= 
CIGAR! 








Prote@ive L 


Install in place of the 


turns regularly. 























switch nobody 
Costs little to buy and 
nothing to operate. 














Where Regular Lighting 


Counts 


NYBODY can turn eleétric lights on and 
off. Nobody does it regularly. 


No business firm will knowingly permit its 
reputation or profits to be sacrificed because its 
lighting is not used when it should be. 


Every business needs me somewhere. Your own 
business—to begin with. All around you are 
business men waiting for you to sell them a 
Tork Clock. It will then be practicable for them 
to use /ight instead of some less effective means 
for advertising and selling merchandise. 


Repeat these few remarks and you will reap 
orders. Begin this way “You need a 


TORK CLOCK 


for turning electric lights on 


and off REGULARLY” 
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Hen Houses 


Get complete Tork Ci 
TORK COMPANY, 


New York 


ick bulletin from 


8 West 40th St 
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oak dining room table that weighed 
half a ton gives place to a light and 


graceful square-end table in the 
Italian style. Why? Because this 


daughter is posted on modern styles in 
house furnishings while the husband 
and wife have been too busy earning a 
living and caring for the children to 
keep up-to-date. 

The only reason the old lighting 
fixtures of 
younger mem- 


still in thousands 


the 


bers of the family, whose influence has 


are 
home; is because 
breught the old home up-to-date in al- 
most every other particular, have not 
been taught to think of the lighting 
equipment as part of the furnishings, 
subject to improvements in design and 
construction and to style changes like 
other articles of furniture, or interior 
decorations. 

What is true of private residences 
is true of stores, schools, churches, ho- 
tels and the other business establish- 
ments of a community—hundreds of 
them are at this moment in need of 
better light, of more modern lighting 
equipment, but who is to make them 
realize this if the dealer does not? 

Are the department stores and the 
furniture dealers correct in their belief 
that they better 
than the electrical dealer-contractor ? 
One essential of good merchandising is 
good light. As a lighting expert a 
should be a model in 
Is it? Or is he 
like the bald-headed barber who won- 
ders why his customers smile when he 
tries to sell them a bottle of hair-re 
storer? , 

* & 


Crescent’s New Madison 
Building 


The contract has been awarded by 


are merchandisers 


dealers store 


modern illumination. 


the Crescent Electric Supply Co. of 
Dubuque, Ia., for a new warehouse 
building for the Madison branch lo- 
cated at Madison, Wis. 


How to Light a Store 
Electrical interests in Chicago have 
just completed a successful course of 
instruction on this important subject 


to a great number of storekeepers 
throughout the city and interurban 
districts. It was done by a demon- 
stration and exhibit of practical store 
lighting under the auspices of the Chi- 
cago Section, Illuminating Engineer- 
ing Society, and the Electric Club of 
The Society for Electrical 
jobbers, and 
manufacturers also contributed time 
effort interesting the 
storekeepers and bringing them to the 


Chicago. 
Development, dealers 


and toward 
exhibit and lectures. 

An 
in a new building at the corner of 
and Franklin 


Here two complete model stores were 


excellent location was secured 


Washington streets. 
furnished, with several attractive win- 
dows effectively dressed and a lecture 
and demonstration fully 
One of the large depart- 


room was 
equipped. 
ment stores dressed the windows, and 
throughout the stores and windows the 
most modern lighting equipment was 
installed, embodying all the color ef- 
fects, intensity variations and other 
niceties known to the art. 

This demonstration and exhibit was 
held from March 3 to 21 and 7,000 re- 
tail merchants were invited to attend 
the Not only 
were they invited, but a campaign of 


educational lectures. 
personal invitation was put on with 
the help of jobbers’ and manufactur- 
ers’ salesmen, who called upon all of 
the added 


their persuasive effort toward securing 


retailers on the list and 
a large attendance. 

In the demonstration room a stage 
was set up representing a store win- 
dow, and the interesting lecture ex- 
plained in detail all the effects to be 
secured through proper lighting equip- 
ment and the use of proper intensities 





eee | Ee 


and color combinations. 
in the lecture was brought out by ac 
tual demonstration on the stage with: 
standard equipment, and altogether it 
was an eye opener to most of the re 
tailers who attended. From the lec 
ture they then passed on into the 
stores to see the effects under ordinary 
working conditions. 


Every point 


As the days passed a constantly in 
creasing number of retailers availed 
themselves of the invitations and the 
total result of this powerful, united 
drive will undoubtedly be represented 
by increased sales of lighting equip 
ment as the merchants put into effect 
the new ideas absorbed at the demon 
stration. The campaign, howeyer, was 
not an effort on the part of a few man- 
ufacturers. It made by the 
electrical interests, generally, for the 
benefit of the industry. 


was 


Further, the electrical men—partic- 
ularly the salesmen—derived much 
benefit from the demonstration, for 
they saw and heard the very latest and 
best methods and ideas on how good 
lighting equipment should be sold to 
the merchants. In addition a specia! 
course of three lectures was given for 
the benefit of electrical men on the 
subject of “Laying Out the Lighting 
Job.” 


Firnhaber Makes New Connec- 


tion 
A. H. Firnhaber who has been 
connected with Julius Andrae & 


Sons Co., of Milwaukee, for a num- 
ber of years, representing them in 


Minnesota, has resigned and is now 


G. C. Kowfledt 
Minneapolis, representing a number 
of manufacturers in electrical 
Mr. Firnhaber 
known to the trade throughout the 
Northwest. 


associated with at 


and 


radio lines. is well 








Stage (at Left) and Typical Show Win- 
dow at Chicago Exhibit. 
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The Wahle Selling Portfolio is 
the best working tool ever pre 
pared for the dealer to sell resi- 
dential fixtures. 


To Mr. and Mrs. Public 
The Wahle Selling Portfolio is 
really a portable fixture display 
which will enable your dealers to 
assist their customers in making 
a suitable selection. 


Right in Their Homes 


The Wahle Selling Portfolio 
consists of 108 plates, showing a 
selection of over 200 types of 
exclusive fixtures made by 
Wahle Associated Factories. 


Priced to Meet the 
Public Demand 


The Wahle Selling Portfolio also 
contains eighteen colored plates 
showing a variety of actual fin- 
ishes used on 


Wahle Lighting Fixtures 


The Secret in Selling 
Wahle Fixtures— 
Wahle Selling Portfolio 


The Wahle Selling Portfolio has 
heen prepared with loose leaf 
plates and bound in most at- 
tractive and serviceable cover, 
that measures up to 


Wahle Standard 


The Wahle Selling Portfolio, to- 
gether with Wahle Service, 
makes it unnecessary for your 
dealers to tie up their money in 
stocks of fixtures or fixture parts 
and in this way 

Avoid Depreciation 

The Wahle Selling Portfolio as- 
sists your dealers in the sale of 
fixtures and acts as your as- 
sistant salesman while you are 
absent and thus 


Saves Your Time 

The Wahle Selling Portfolio is 
your portable display room in a 
few cubic inches of _ space. 
There’s nothing like carrying 
samples, but now you can dis- 
play to dealers you’ve not signed 
up 


The Entire Wahle Line 


Urge each of your dealers to buy one while the limited 


supply holds out. 


224 Fifth Avenue 


Costs $1.7 


ALBERT WAHLE COMPANY 


New York City 


5—worth infinitely more 


INCORPORATED 


















If You Are Not a 
Wahle Distributor 


get a copy of the Wahle Selling 
Portfolio for yourself and the 
essentials of our jobber-dealer 
lan of distribution. You may 
e located in a territory where a 
Wahle Franchise is still obtain- 
able. You will be astounded 
at the easy, profitable way in 
which residential lighting fix- 
tures are sold under the ahle 
plan. 

Fifty of the largest recognized 
electrical supply jobbers in the 
country are already merchan- 
dising Wahle fixtures. 
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Are, You Familiar With 


Flood-O-Lite, Jr.? 


Jobbing house salesmen 








who are familiar with 
Flood-O-Lite Junior and 


our co-operative selling 




















plan are finding new op- 





portunity for largely in 








creased sales. 











If you want to know how to 


improve your opportunity in 














selling, and increase your 





earning power just mail the 














































coupon below. 










FLOOD-O-LITE 
Jr. with or with- 
out COLOR-LITE 
attachment is the 
popular display 
lighting of today. 


This interesting photograph shows a part of the Billion “Notice the Lighting Equip- 
ment” impression display at the recent Lighting Fixture Market in Chicago. This was 
prepared as an exhibit of the Associated Lighting Industries. All of the hundreds 
of advertisements, booklets, circulars, ete., bore somewhere the slogan “Notice the 
Lighting Equipment.” ‘The printers’ run of each piece of printed matter was ascer- 
tained and the total impressions applied toward the goal that had been set of a billion 
or more. 





Helping the Electrical Industry the National Lamp Works of the 
to Sell Good Lighting General Electric Co., at Nela Park, 

By Roy A. Palmer February 11 to 15, inclusive. These 
Seventy-seven live-wire, ambitious Me, representing a cross-section of 
men learned the fundamentals of sell- the electrical industry, knew that 
ing lamps and lighting at the ninth there is more to the lighting business 
illumination design course held by than mere selling of lamps. They 












FLOOD-O-LITE Jr. is. strictly a 
product of quality. We guarantee it 
in every way. It is the Spot-Flood 
Lite of long service and complete sat- 


istaction, consequently easy to sell 





FLOOD-O-LITE Jr. advertising 
reaches more than 50,000 logical pros- 
pects every month, many of them in 


your territory, 


FLOOD-O-LITE Jr. and COLOR- 
LITES are used extensively and suc- 
cessfully by both large and 


small retail stores 


And last, but not least, FLOOD 
O-LITE Jrs. offer quality, value 
and service unequalled at the 


pr ice 














MAIL THIS COUPON TODAY 











Reflector & Illuminating Co., 
575 W. Washington Blvd., Chicago. : Z 4 
Please send me complete information concern Views in the Newly Completed Demonstration Rooms at Nela Park. (1) Indus- 


ng FLOOD-O-LITE Jr. and COLOR-LITES trial Lighting Demonstration Room. (2) Street Lighting Conference Room. 





ae tee sig anos Year Semag ee (3) Ninth Illustrated Design Group Listen to Ward Harrison Lecture on the Dif- 
Name fusion of Light. (4) An Illustrated Catalog of All Types and Sizes of Mazda 
City : State Lamps. (5) Lighting Demonstration for Window Displays, Lectures, Merchan- 








dising Helps Display, Etc. 
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a 


cA LIGHT that 


My iaiiaties 
TET 


CURRENT OUTLET 


makes your kitchen for electric iron 
asbrightasday _ orother appliances 


ALL THREE in ONE 


ERE is the combination the 

American housewife has 
been waiting for—the combination 
you have been waiting for to make 
your Kitchen Lighting Campaign. 
The housewife wants a_ better 
kitchen light, but she does not 
want to be deprived of the only 
convenience outlet she has in the 
kitchen, which in most homes is 
the lamp socket of her kitchen 
light. 
All enclosed units are open to the 
objection (from the housewife’s 
point of view) that they make it 
difficult to remove the lamp when 
current is wanted for the electric 


WRITE TODAY FOR 


PRICES AND 


iron, toaster, or other electric 


appliance. 

BABY DENZAR with PLUG- 
IN SWITCH gives the house- 
wife the two things she wants—a 
better kitchen light and a conven- 
ient current outlet for her electric 
appliances. 

If you want to know what women 
think of this combination—BABY 
DENZAR with PLUG-IN 
SWITCH — show this advertise- 
ment to your wife. That will be 
vour first sale, and you can sell 
others just as easily—hundreds of 
them! 


QUANTITY DISCOUNTS 


Be the first to show BABY DENZAR with PLUG-IN SWITCH to the 
women of your community. There is money—big money—in it for the 
dealer who identifies himself with this winning combination—‘“a better 
kitchen light and the convenience outlet you have always wanted.” 


BEARDSLEE CHANDELIER MEG, Co. 


218 South Jefferson Street 


CHICAGO, ILLINOIS 


SWITCH 
for light 


“Wotice the Lighting Fguipment” 
DEMZAR 
SS wa 


SWITCH 
BUTTON 









BABY 
DENZAR 
with 
PLUG-IN 
SWITCH 
or more 
briefly 
BABY 
DENZAR 
TYPE PS 
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Maxims JOBBERS’ SALESMEN: This is one 
of a series of advertisements running in all the 
for ; leading electrical trade magazines. Added to 
the very unusual line of dealer helps, and the 
Merchants extensive consumer advertising, this series 
helps to make Edison MAZDA Lamps your 

No. 3 best entering wedge with retailers. 












dows, where they can get the 
things they see advertised in 
their magazines. 


EDISON 
MAZDA @@) LAMPS 


A GENERAL ELECTRIC PRODUCT 
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Autobiography of a Customer 


EPISODE No. 3 
In which I am reminded to buy bulbs * 


J sae notice how men never remember 
to buy garters till the old ones are 
hanging by a thread? 

Well, the average housewife generally 
has a lot of necessary things of that kind 
that she just never seems to get around 
to doing. I know that for a long time I was 
that way about bulbs*—never bought 
them till every other socket in the house 
was empty. But that was before I dis- 
covered what good service my nearest 
Edison Mazpa Lamp Agent gives. 

I was reading my favorite magazine, one 
day,when I came across an advertisement 
of Edison Mazpa Lamps. It didn’t really 
seem like an advertisement and I couldn’t 
turn the page till I’d read it. It explained 
how important proper lighting is in inte- 
rior decoration and how bad lighting will 
often spoil a room that is beautiful in the 
daytime. 


I determined that I’d never have another 
empty socket, or use the wrong bulbs,* 
but even so, I might have put off buying 
the bulbs* indefinitely if it hadn’t hap- 
pened that I was out marketing the next 
day and saw a window in our neighbor- 
hood that reminded me again that I was 
going to have my house properly lighted. 

What first attracted me to the window 
was a life-size cardboard cut-out of a girl 


holding a real bulb* in her hand. I looked 
in the window and read the suggestions 
on lighting on a three-panelled sign that 
was used as a background for the things 
in the window. (The agent told me after- 
ward that he got this three-panelled affair 
from the Edison Lamp Works and had 
a separate set of panels for each month, so 
that all he had to do was to lift out the old 
ones and put in the new, twelve times a 
year.)T 


I went into the store and told the man 
that I wanted some bulbs,* but I wanted 
to be sure to get the right ones. He brought 
out what he called “The Right Lamp 
Chart” and showed me just what I needed 
for each fixture. He also gave me a book, 
called “The Lighting Primer,” so I’d know 
what lamps to buy in the future. 


Of course, I bought a complete set and 
a good supply of extra ones, so that I 
wouldn’t be caught again with empty 
sockets. 

That night when Jim came home he was 
so surprised at the improvement in the 
looks of the house! At first he couldn't re- 
alize what had caused it, but he knew it 
looked more cheerful and comfortable than 
ever before. 

I was grateful to the agent whose win- 
dow had reminded me to buy the bulbs.* 


*She meant /amps 


+” The Lighting Dozen” 


























THE JOBBER’S {JJ SALESMAN 


























MM 
i 


“RED 
SPOTS” 
ARE 
















































MERCHANDISE 


Contractors, central stations 
and fixture men can all sell 
commercial lighting on a mer- 
chandise basis by using “Red 
Spot’’ Hangers, equipped with 
any appropriate urn-shaped 
glassware. 

Urge each of your custom- 
ers to install a sample “Red 
Spot’’ on his own ceiling as a 
sales sample. Induce him to 
put a few units in stock so he 
can give snappy service. Most 
important of all, show him 
that there is a large market for 
commercial lighting units for 
the man who goes after it. 


waiting for orders. 


them. 


REDWOOD STREET 


Pacific Coast Representatives: 
GEO. A. GRAY COMPANY 
Los Angeles and San Francisco 











The Wakefield Standard 
Hanger is used with any 
urn shaped glassware. 








Wishful Waiting Won’t Sell Them! 


But neither you nor your customers are going to 
get this business in quantity simply by wishfully 


To sell “Red Spots’” you must ask folks to buy 


The F.W. Wakefield Brass Co. 


VERMILION, OHIO 


“Red Spot” Products are sold exclusively through jobbers 
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knew that if they were well qualified 
to design and specify good lighting 
for a customer instead of selling light- 


| ing equipment for a hit-and-miss in- 


stallation, they would increase their 


| sales and build everlasting good will 


for their customers. They knew that 
if they understood the fundamental 
principles in the procedure of selling 


lighting they would again add to 


their ability to swing the sales curve 


_ sharply upward. And after having 


attended the design school, they are 
now better prepared to fulfill these 
requirements which will help them in 


their various fields. 


The list of registrants to the course 


_included men_ representing central 


stations, jobbers, jobbers’ salesmen, 
retail dealers, lighting equipment 
manufacturers and other electrical in- 
terests as well as nine members of the 
International Lighting Mission. 

The course is given periodically 
three times a year. Lectures and 
demonstrations covering theory and 
principles of lighting are given by 
recognized authorities in each field 
Typical factories, offices and stores 
are visited and lighting layouts are 
designed for them. Theory and prac- 


| tice are thereby joined to give a thor- 
| ough training to the student. 


The newly completed demonstra- 
tion rooms at Nela Park were used 


_ for the first time by this school. Con- 


taining the whole lighting story in a 
nut-shell, the demonstrations in these 
rooms helped those attending the 
course to visualize the facts and prin- 
ciples brought out in lectures as could 
be accomplished in no other way. 

The entrance to the demonstration 
rooms leads into a reception room or 
lounge. Adjoining this room is a 
class room which is equipped with 
special demonstration lighting fix- 
tures, a stage for demonstration pur- 
poses, tables equipped with individu- 
al drawers for each student’s books, 
papers and working materials, and 
demonstration booths along the sides 
of the room showing the most up-to- 
date lighting equipment. Individual 
rooms containing equipment for dem- 
onstrating industrial lighting, home 
lighting, street lighting, automobile 
lighting, show window lighting, sign 
lighting and sales helps enable the 
visitors to obtain in a short time a 
most comprehensive idea of the mod- 
ern methods of lighting and the ben- 
efits from good lighting as contrasted 
with bad lighting. 
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“Make the Thorny Path One of Roses” 


EAD Mr. A.R. Allen's interesting letter reproduced here. Mr. Allen is 
with Holloway-Bentz and Co. of New York and sells Banner National 
MAZDA Lamps. Soon after the start of the ON-TO-NELA last fall he 
qualified for the trip to Nela Park this summer and he has been among the 


leaders of this contest ever since. 
NATIONAL LAMP WORKS 


of General Electric Company 





NELA PARK CLEVELAND, OHIO 
American Ever 
Aovieton Reedy Co, 
omnia. Eee 
ee 
. Ine, 





oloway 


: m™ (¢ 
eri we 61t¢ Opy at 
Stands te,” agents p) 228 me at tached) to 


lative ace of ® Glance » 
t b ef 
; © Nationa) uaz eee Suet —e 
: bus} 
bby, fing 4, *° @ Phys ness 
quent « a ut, wc ‘cian, Should diagn 
on by Calls. In mem n* * Rte o¢ ee Me ence, : 
“s Siness, but get Cases, when ca)? 2 ding oa f 
228s (not al t just ¢ 114 some at int 
yourse) ¢ fo ng your line — Be interes nts, 
. e ’ st 
regulars MOF they anernce® Of everyone? UP any a = 
Ces on Sedge, They il) — fee] Mienase connected oi 
— Prospects “gies they do 
. ” Ylo ou, 
Above are the front 3@ nothing Never 


So 
and Ne With th 
and back of the record tional mazp e 


and Conce mr u 
atr, PS ~ wi utes 
to which Mr. Allen *tion on your tens lafusori, ote success ~ tn, ho 
: - ; ah use 
refers in his letter. 7°" Can't togg,  t*!t1¥0-neggs 


Ve 
ry truly yours, 


ecg 


® NATIONAL @ 
MAZDA LAMPS 
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Keeping Things Moving at 
Inland 

The boys at Inland Electric Co., 

Chicago, are quite willing to grant 

that perpetual motion has not yet 

On the other hand 


they believe that keeping things on 


been perfected. 


the go is a sure way to prevent con- 
. . . ry 
gestion and give service. They have 
a sort of an unwritten slogan that 
“Don't let it suffer 
its way.” They 
lot of room is 


are allowed to 


sounds like: 
send it on have 
proved that a whole 
not enough if things 
pile up, and that an ordinary space 
is adequate if accumulation is pre- 
vented. 

Whether it be returned goods or 
fresh orders, as soon as merchandise 
is out of stock it is going somewhere 
and, so far as is reasonably possible, 


should be 


proper destination. 


kept moving toward its 
According to F 
C. Hallman, who presides over the 
shipping and stock departments, the 
formula for steady movement is 
about one-sixth equipment, one-sixth 
system and two-thirds knowing what 
to do with a thing when it reaches 
your station. His idea is not to rush 


things through half done but to see 





: 
: 


Steel Shelves at Inland Electric Co. 





that nothing lingers without neces- 
sity or excuse. This applies particu- 
larly to returned goods, or merchan- 
dise which for any reason is slated to 
go back in stock, or to the factory. 

The 
show the Inland shipping room and 
a part of the steel shelf installation 
on the first floor. 
have proved their worth in many 


accompanying photographs 


These steel shelves 
ways. They are 6 ft., high, 15 in. 
deep and come in widths of 24, 30 and 
36 ins. Light, but strong dividers are 
furnished, which may be placed any 
distance apart according to the char- 
acter of the goods. There is no sag- 
ging or splinters, the shelves are 
practically everlasting, and, in case 
they are ever to be moved, will stand 
knocking down and hauling without 
damage, where wood might be split 
and scarred to the point of useless- 
ness. 

The location of this steel bin sec- 
tion on the first floor, directly between 
the the 
store, is a big help to service in gen- 


shipping department and 
eral. 
stock 
brought about where a large number 


By judicious selection of the 


carried there a condition is 
of orders can be picked complete and 


laid immediately on the assembling 











Another aid to service is the 
of the stock the 
balcony above the shipping depart- 


table. 


location radio on 
ment. 

The chute shown in the shipping 
takes 
most of the stock coming downstairs, 


department picture ‘are of 
the only exceptions being packages 
of prohibitive bulk. Pipe and heavy 
kept in the 
and loaded di 


material cellar, 


checked 


rectly on trucks in the alley. 


are 
as wanted 
A spe 
cial porthole is provided for pipe. 
which is thrust up into the hands of 
the driver, eliminating at least two 
handlings. On the first floor where 
the door question is always a prob 
lem, especially in winter, the steel 
door leading to the alley is of the 
type that rolls up like a curtain. 
Two trucks, each of two tons ca 
pacity, make all city deliveries. One 
goes to the outlying sections while 
No at 
tempt is made to start them out at an: 


the other visits the “Loop.” 


regular time, because of the orders 
constantly coming in from various 
districts. By alternating the trucks, 
orders received just after one truck 
has left on a long trip can be prom- 
ised for delivery as soon as the “Loop” 


truck returns, which, of course, is not 





Shipping Department of Inland Electric Co. 
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DURABILT 
PRODUCTS 
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Used by those 


Contractors 
who prefer Quality 
Products 

















Made at Pawtucket, R. I. by the Taber Woven F slic Company 


—seneuttniaaanell 
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The Catalogues that are Being 
Built for the Leaders © 


The character of the forthcoming Donnelley series of electrical supply cata- 
logues will be indicated by the names of the jobbers that will appear on the 
covers. : 


The jobbers who become the leaders in an industry are those who look beneath 
the surface to fundamentals in values, and who would no more think of award- 
ing contracts for the building of their catalogues on the indefinite basis of 
mere quotations on “a 500-page catalogue,” than they would think of award- 
ing a contract for a year’s coal requirements on the basis of quotations on “100 
truck-loads of coal” without knowing how many tons each truck contained— 
and what the quality of the coal was. 


Can you afford to buy your catalogue representation less carefully than you 
buy your coal? 


No part of your investment in sales promotion sustains so close a relation to 
your profits as the money you invest in your catalogues. And the difference 
in cost, if any, which secures the best catalogue representation is the mgst prof- 
itable part of your investment. 


It is worth remembering in this connection that Donnelleys are not asking a 
single manufacturer to pay for a page, but are building the catalogues entirely 
from the jobbers’ standpoint, keeping in mind that the jobber should have ex- 
actly the same freedom in selecting the articles to appear in his catalogue as he 
has when he buys the goods themselves. 


Only a limited number of editions can be built during the coming season 
beyond those already contracted for. Contracts will be entered in the order 
in which they are received. 

We shall welcome the opportunity of having one of the members of this depart- 
ment go over your requirements with you, without obligation. 


AAR 











R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Repartment 
731 Plymouth Court Chicago, Ill. 




















TRLOGUE SERVICE THAN TO WISH YOU HAD 


‘i HMA 











sal 
at 





fi 





62 THE JOBBER’SPA|SALESMAN 




















































Code Wire 


Rome Code Wire for light, heat, and power cir- 
cuits conforms with N. E. Code Standards. 


It is supplied solid or stranded, tinned copper con- 
ductors, insulated with single or double cotton 
braid in a complete range of sizes. 


One yellow and one green thread, woven together 
in the braid and running the entire length of the 
coil, provides quick identification on the job. 


Rome Code Wire is made complete in Rome Mills. 
Advanced production methods and close and con- 
stant supervision assures a uniform product of high 
quality. You and your customer can have complete 
confidence in its performance. 


Send for data, prices, and discounts to the 
office nearest to you in the list below. 
Prompt, personal service and delivery 
back up the wire itself. 





TRADE MARK 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, NEW YORK 


Diamond Mills, Buffalo, N. Y. Atlantic Mills, Stamford, Conn. 


BRANCHES 
NEW YORK BOSTON CHICAGO DETROIT 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 25 Parsons St. 


LOS ANGELES, J. G. Pomeroy, 336 Azusa St. 











2164-L 

















| long. These trucks do not carry 

freight either to or from depots. 
Not every order, of course, can be 

shot out without a moment's delay. 


but by fostering the idea of quick 


assembling and packing the result is 


a speeding up of the operations nec 


essary before the goods leave the 
house. The boiled-down secret is to 
get all the items on the order in one 
spot as quickly as possible, then to 
get all complete orders out of the 


house to make room for those to 
come. 


* * * 


A Package As A Salesman 


This cartoon, which appeared re- 
cently in the “Edison Sales Builder.” 
is expressive of an important factor 
in any business where goods are 












WHEN A PACKAGE 
Has BEEN 
PACKED WELL 


AND THE LABEL) 

is NEATLY uk 17, &\ 
PUT ON ‘Yh 
~ AND 1S 
PROPERLY 
TAPED 











IT WILL DESERVE 


‘| AND VERY LIKELY ie 
Recewe Gop Ay’ & Aa) 
ATTENTION ae y \\ 

| 


Ay 




















The Package is a Factor. 


shipped. It tells its own story. Sales 
manship is not always a word of 
mouth proposition. Proper packing 
and labeling have their effect on 
sales. 

* * * 





Holterman Chairman of Pacific 
Coast Division 


At the annual election of the Pacitic 


Coast Division of the Electrical Sup 
ply Jobbers Association held at Del 
Monte, Calif., March 7, Tracey Bib 
bens, president of the Pacific States 


Electric Co., San Francisco, was 
elected executive committeeman and R. 
J. Holterman, manager of Fobes Sup- 
ply Co., San Francisco, was elected 


chairman of the Pacific Coast Division. 

The next meeting of the Pacific 
Coast Division will be held at Coro- 
nado June 12, 13 and 14, just preced- 
ing the meeting of the Pacific Coast 


Electrical Association at the same 


| place. 
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Good Lamp Cord 
in convenient packages 


Paranite lamp cord is fully up to the standards of manu- 
facture that have established the Paranite reputation over 
the last thirty-two years. 


Every detail of its manufacture is of the high quality that 
insures full service in the hands of the user. Insulation, 
braiding, finish are all better than the usual practice. 


The finished cord is smooth, evenly finished, flexible, good 
to use and worth using. It costs no more than other kinds. 


The convenient package makes it easy to keep a supply on 
hand, clean, protected, and always handy for use. 


Order Paranite today 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office, 810 Marquette Bldg. 


New York, The Thomas & Betts Co., 
63 Vesey St. 


-~ PARANITE ~~ 
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Litscher Policy on Radio 


To the end that radio may continue 
as an important part of the electrical 
industry and that users may be given 
intelligent and honest service in the 
purchase and operation of radio sets, 
the C. J. Litscher Electric Co., of 
Grand Rapids, Mich., established a 
new policy effective February 1. 

The dealers in this jobber’s territory 
are circularized to ascertain if they 
are willing to authorized 
dealers, which necessitates their filling 
in a form which carries with it certain 
obligations believed to be mutually 
beneficial to the jobber and the dealer. 

In main, these obligations are: (1) 
that the dealer carry a representative 
stock of complete receiving sets, of the 
kind handled by the jobber; (2) that 
the dealer advocate the sale of com- 
plete sets rather than parts; (3) that 
the dealer will advertise in his local 
territory; (4) that he will demon- 
strate as occasion demands; (5) that 
he will give adequate service to users. 

Acceptance of this appointment en- 
titles the dealer to the jobber’s maxi- 
mum discount and service. These can- 
not be extended to other than author- 
ized dealers. 

It follows then that the Litscher 
company will make proper discrimi- 
nation in its discount schedules and 
services as between authorized deal- 
ers and those dealers who do not stock, 
advertise or give service. 

Their discount sheet 
three classes of dealers as follows: 

Class “A’—Authorized dealer who 
qualifies for the maximum discount 
and service as above outlined. 

Class “B’—Dealers who carry a 
complete stock of parts or competitive 
sets but who do not stock the particu- 
lar set handled by the jobber. Such 
dealers are extended the maximum 
dealer’s discount on all radio material 
except complete sets. 

Class ‘“‘C’’—‘‘Pick-up” dealers who 
do not stock radio material. Inas- 
much as they have no investment and 
do practically no constructive work to 
advance the interests of radio they are 


become 


recognizes 


compensated to a less degree than the 
first two classes. 


* + 


Seven Pointers From Philadel- 
phia Radio Congress 

A noteworthy meeting of jobbers 
and dealers in radio equipment was 
held in Philadelphia on March 6. It 
was known as the Second Music Mas- 
ter Radio Congress, Walter L. Eck- 
hardt being the leading spirit. A 
great many speakers whose names 
are nationally known in connection 
with the manufacture and distribution 
of radio equipment contributed to a 
well balanced program, which also in- 
cluded the names of several men out- 
side of the radio field. Among them 
Hon. W. Freeland Kendrick, Mayor 
of Philadelphia; Arthur Judson, man- 
aging director of the Philadelphia 
Symphony Orchestra, and Edwin Hul- 











T. G. Hardesty, manager, and G. G. 
Petrick, assistant manager, Baltimore 
branch of the Carroll Electric Co. This 
company dropped out of radio some time 
ago but is going back into it in the Fall. 








ley, president of the Electric Club of 
Philadelphia. 

. The program was confined princi- 
pally to the merchandising aspects 
of the radio business, and in the great 
mass of information presented some 
points stand out of particular impor 
tance and are given in tabloid form in 
the paragraphs below: 

International radio commission. It 
may readily be imagined that in the 
future such a commission may be es- 
tablished. There will be disputes 
about interference between Sydney, 
Australia, and Cape Town, S. A., or 
Aires and Constantinople. 
Radio is making this a small world. 
From a point in New York City a 
hypothetical line was drawn running 


Buenos 


through the most remote North 
American broadcasting stations. 


Within a period of an hour it was 
possible to hear all of them over a 
recent type of receiver. The ques- 
tion then of world interference will 


Dr. Alfred N. 





eventually arise. 
Goldsmith. 
Vastness of radio market. 
1923 income tax return charts and 
data as a basis it has been found 
that there has been a great increase 
in the number of people able to pur- 
chase radio sets and accessories. The 
enrollment in high schools and col- 
leges has also grown at an enormous 


Using 


rate which means that the number 
of educated people is growing rap- 
idly. It is this young, educated gen- 
eration that is to form a sizable part 
of the radio market. 

Selling the farmer. To do this 
successfully get representation 
through the best outlet in 
county seat. Since fully 83 per cent 
of the farmers have automobiles, the 
mail order house has ceased to be 
the sole or even the main source of 
supply. Today the farmer drives to 
the biggest town in his community. 
The most common mistake on the 
part of the manufacturers and job- 
bers in going after this business is 
that they get into the right town but 
pick the wrong store. Spend plenty 
(Turn to Page 72) 


each 
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\ New Performance ‘Records 





Here —the new Radiolas / 
New Triumphs of Radio Invention— 




















iotrons,* and Radiola 


$206 


eration up to 2000 
miles under fa- 


Outdoor or in- 


“There's a Radiola for every purse” J 
$35 to $425 4 J 4 
t Model Price Approximate Type of Degree of 
Range Antenna Selectivity 
Radiola III Up to 1500 miles Improved 
With two WD-11 with headphones. | Outdoor or in- selectivity. 
Radiotrons* and head $35 Loealstationson | door antenna. Minimum 
telephones. Loudspeaker. radiation. 
Radiola Balanced Gives Loud- 
Amplifier ——s operation 
To be used with Rad- wit adiola III | Outdoor or in- 
iola II]. Withtwo WD $30 —— = miles door antenna. 
11 Radiotrons.* — 
Radiola III-A 
with four WD-11 Rad- L 
: * oudspeaker op- 
ia ee —_ $100 eration upto 1500] O.rgoor or in. | UmProved 
y —_ = adiola miles under fa-| Goo. ant andy selectivity. 
I py ty 4 Sree vorable condi- © . oe 
Same without Loud- tions. radiation. 
speaker. $65 
a 
egenofiex 
: Loudspeaker op- 
with four WD-11 Rad- DP . Extraordi- 


nary selec- 





speaker built-in. 


tions. 


_Loudspeaker, ee peccccccese.|/VOrable condi- door antenna. tivity. Non- 
Same without Radio- $ tions. radiating. 
trons or Loudspeaker. 150 
Radiola X Loudspeaker op- Extraordi- 
with four WD-11 eration up to 2000 | Outdoor or in- | nary selec- 
$245 miles under fa- | door antenna tivit Non- 
Radiotrons.* Loud- vorable condi- P par ’ 





Radiola 
Super-Heterodyne 


with six UV-199 Radio- 
trons* and Radiola 
Loudspeaker. 


Same without Radio- 
trons or Loudspeaker. 





Loudspeaker op- 
eration up to 2000 
miles with inter- 
nalloop. With 
external loop up 
to 3000 miles un- 
der favorable 
conditions. 


No antenna. 
(Concealed 
smallloop built 
into set.) 


Super-selec- 
tivity. Non- 
radiating. 





ii 


Radiola 
Super - VIII 
with six UV-199 
Radiotrons.* Loud- 

speaker built-in. 














Loudspeaker op- 
eration up to 3000 
miles under fa- 
vorable condi- 
tions. 





No antenna. 
(Concealed 
large loop built 
into set.) 





Super-selec- 
tivity. Non- 
radiating 








t All Radiolas sold without batteries. 


* Only dry batteries used. 





ii 
t. ™~ 
* Send thi f illustrated booklet % 
that tells the story completely, with detailed REA) Radio Corporation of America \ 
vate tt wed Agena This symool Sales Offices: 233 Broadway, New York 





of quality 

| | RADIO CORP. OF AMERICA azar 

Dept. 44. [Address office nearest you] 

Please send me your new free Radio 
Booklet. 







Name 





Street 








City State 











10 So. La Salle St., Chicago, III. 


‘Radiola 


REG. U.S. PAT OFF 


433 California St., San Francisco, Cal. 
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New Radio Products, Illustrated 





The Radio Corporation of 
America, 283 Broadway, 
New York, is placing on the 
market a new “Super-het- 
erodyne” radio receiver. 
This receiver comes in two 
models, the “Radiola Super- 
VIII,” which is contained in 
a large furniture type cab- 
inet in which the loud speak- 
er has been built in, and the 
“Radiola Super-heterodyne” 
receiver being the same as 
the “Super-VIII,” but port- 
able, coming complete with 
tubes and loud speaker, but 
without batteries. 





CRARTAARZA 
SSS 


Braided 4 Ordinary 
Cc Gble Cable 5, 


AGOUT 2 INCH IN ABOUT % INCH IN 
CIRCUMFERENCE CIRCUMFERENCE 
You can increase your range 15 to 
100 per cent by using Springfield 
16-strand braided antenna, is the 
claim that manufacturer makes for 
his wire superior for indoor loops. 
Its extra large surface enables one 
to get greater distance and clear- 
ness. It is being offered by the 
Springfield Wire & Tinsel Co., 67A 
Taylor Street, Springfield, Mass. 








The Branston No. R-65 audio fre- 
quency transformer is neat and sim- 
ple in appearence. Howling, dis- 
tortion and inductive disturbances 
are eliminated, all the wiring being 
completely enclosed and protected 
from damage or electrical losses. 
It is compact and units can be 
mounted close together in any posi- 
tion. This transformer is manufac- 
tured by Chas. A. Branston, Inc., 
Buffalo, N. Y. 














The “A cme” 
battery charger 
for radio A and B, 
also automobile 
batteries has re- 
cently been devel- 
oped by the Acme 
Electric & Mfg. 
Co., 1444 Hamilton 
avenue, Cleveland, 
Ohio. The capaci- 
ties that this bat- 
tery charger is 
built in are 2 am- 
peres and 5 am- 
peres with an at- 
tachment on both 














sizes to charge up to and including 36 B type cells. The construction and de- 
sign are unique, and the operating characteristics are such that radio A_bat- 


teries can be charged while the set is in operation. 





uy 
ia 





The battery voltmeter shown at the left is a high grade instrument for all 
users of batteries, either primary or storage. Readings of 0 to 8 volts in 1-10th 
graduations are sufficiently high for uses intended, covering two cells of primary 
and one cell of storage. At the right is an ammeter particularly adapted for use 
about automobiles, motorcycles, motor boats, and wherever dry batteries are 
used. The cord is quickly detached if desired and contact made by post on one 
battery terminal and exterior of case on the other. The Eldredge Electric Mfg. 
Co., Springfield, Mass., is the manufacturer of these instruments. 






























April, 1924 THE JOBBER’S ra SALESMAN 

















tee 
Flectrica! 


seener 


snene 


gE 
engense® 
aa gc 











THE NEW 1924 EDITION 
JUS1 OFF THe PRESS! 


Whatever you want to know 
If it is Electrical 

Look in the E M F 
You'll find it there 
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New Radio Products, Illustrated 








































The “Morrison” loud speaking 
unit made to fit the tone arm of the 
Victor and Sonora machines and 
special adapters manufactured to 
connect the unit to the tone arm of 
Edison, Pathe, Cheney, Brunswick 
and other makes of phonographs has 
been developed by the Morrison 
Laboratories, Inc., 1201 Ford build- 
ing, Detroit, Mich. One feature of 
this unit is its adjustability; a little 
dial on the back of the unit adjusts 
the tones from soft to loud. Turn- 
ing the dial brings in the broadcast- 
ing with the desired volume. 








The “Se-Ar-De” vacuum. tube 
socket offered by the R. Mitchell 
Co., 255 Atlantic avenue, Boston, 
Mass., is made of genuine molded 
bakelite. It is fitted with a T slot 
which allows without change the 
use of either a standard four prong 
tube or those having locating pin 
placed 45° from normal. The 
socket is made for base or panel 
mounting. ‘The contacts are unique 
in that they afford a positive bot- 
tom and side contact; the side con- 
tact is a separate spring riveted to 
the bottom contact spring and the 
T slot is heavily reinforced to pre- 
vent breaking at this point. All 
terminal connections are plainly 
marked and one of the contacts is 
fitted with stops to prevent turn- 
ing either tube in the wrong direc- 
tion. 


The Model 5 radio frequency 
amplifier unit is designed for 
the Model 5. Ballantine vario- 
transformer and contains all 
the auxiliary apparatus, vario- 
transformer socket, audion 
tube socket, filament rheostat, 
etc., which with the audion 
tube make up a complete sin- 
gle stage of radio frequency 
amplification. This unit is be- 
ing placed on the market by 
the Boonton Rubber Mfg. Co., 
Boonton, N. J. 











Some of the features of the 
“Remler” variometer recently 
developed by the Remler Radio 
Mfg. Co., 182 Second street, 
San Francisco, Calif., are: it 
has the lowest minimum and 
highest maximum wave length 
obtainable in a variometer; it 
will cover the entire range of 
amateur and broadcast wave 
lengths when used with any 
variocoupler, the wave length 
being from 180 to 570 meters. 
Pigtail connections are used 
between stator and rotor. 








Five distinctive features that in- 
sure a more selective tuning of 
the T'ru-Fix dial are: it corrects 
out-of-alignment of shaft with 
panel by spring feature made into 
dial; corrects looseness of end 
play; corrects overbalanced units; 
corrects loss of tuning adjust- 
ments and body capacity. ‘The 
patented spring feature under the 
knob is one of the superior points 
of this dial. One is sure of a 
true running dial as it keeps the 
dial in perfect alignment, always 
flush with panel, insures perfect 
settings as the dial is not dis- 
turbed by jars or other causes. 
The knob is made of Bakelite with 
bevel edge at base and is attached 
to the dial itself. It is a product 
of the Tru-Fix Radio Products 
Co., Winthrop building, East Bos- 
ton, Mass. 
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CROSLEY 
TYPE V 
$16.00 
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CROSLEY MODEL 51 


$18.50 


MORE SALES FOR SALESMEN 


HE Jobber’s Salesmen who keep to the front in sales records 

are taking advantage of every field of opportunity. 

Radio is a new industry only as to years, and stands today a 
definite factor in the “Sales Multiplying” campaign of every Elec- 
trical Shop. 





















































fe 











The Crosley Line of Radio Receivers is a possible asset to every 
Jobber’s Salesman. The wide variety of instruments contained in it, 
the great demand for these instruments created through actual per- 
formance and consistent national advertising, and the quick, easy 
sales in the hands of the retailer, have helped many a jobber’s sales- 
man to greater profits and a more stable business. 

You, too, will find with the Crosley Radio Line that you have instru- 
ments to suit everyone of your present customers, and an easy en- 
trance to new ones because you handle Crosley’s. 


Crosley Model 51—$18.50 


There is our newest receiver, the Crosley Model 51. A two tube Armstrong Regenerative 
set, illustrated above, licensed under the Armstrong U. S. Patent No. 1,113,149. It is 
indeed a triumph in radio engineering. Although it consists of detector and one stage 
of audio-frequency amplification it sells at the very low price of $18.50. 


Crosley Type V— Crosley Type 3-B— 


$16.00 $42.00 
A one tube regenerative set, li- This three tube regenerative receiver l- 
censed under the Armstrong censed under Armstrong U. S. Patent 
U. S. Patent No. 1,113,149. Ac- No. 1,113,149 combines the Crosley Type 
tual performances of this little V, single tube receiver, and the Crosley 


receiver have proven a __ two Stage amplifier. In the 
revelation to the radio hands of amateurs and 
world. The MacMillan Professionals alike it has 
Expedition has con- consistently outperformed 
: sets costing a great deal 
sistently been clearly : Siping 
; : : more. A person hearing a 
brought in with this broadcasting station may 
instrument as well as turn off the set by throw- 
Honolulu and_ other ing switch and come back 
far distant points later without re-tuning. 


(-¥ 


Write for Complete Information of the Crosley Line of Radio Receivers and Parts 


For Sale by Good Jobbers Everywhere. 
THE CROSLEY RADIO CORPORATION 


POWEL CROSLEY, JR., President 
Formerly 
The Precision Equipment Company and Crosley Manufacturing Company 


464 Alfred Street CINCINNATI, OHIO 
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Magnavox National Adver- 
tising, largely in full page 
space, is carried by leading 
publications (as illustrated) in 
the general, technical, farm 


and radio fields. 





sé Ane an} 


1 Cvat Knew | WwW R 


AMERIG? 
RADIO. Lou ' 
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The combined circulation of these magazines is over nine and one-half millions 
per month—powerfully reinforcing the sales effort of every Magnavox Dealer. 


SMAGNAVOX National ‘Atlin 
for May features the MI 


HIS model meets the demand for Magnavox quality 
in a Reproducer which does not require a battery for 
its Operation. 
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The immediate approval of thousands of discriminating Radio users has 
been secured by “M1”, with the result that another “best seller” has 
been added to the famous Magnavox Radio line. The present interest 
in M1 will be further increased by our National Advertising next month. 
See that you have an ample stock on hand. 


The MAGNAVOX Line 


Magnavox Radio Products include reproducing and 
amplifying units for’ every receiving set—the only 
complete line in this field. 





Reproducers 

R3—New improved model with reduced current 

consumption and volume control . . . . $35.00 
R2—New improved model at reduced price, —7 

desirable for demonstrations . . . . 50.00 

R3—New Model 

M1—Especially recommended for use with dry sell Waleed Conenal 

Te ae a 


Combination Sets 
A1-R—The only instruments which combine a Re- 


producer and Amplifier in one unit. With 
one-stage of amplification . . . . . . $59.00 


A2-R—Same as above but two-stage . . . . . 85.00 


Power Amplifiers 


A-1—One-stage audio-frequency Power Amp- 


lifer in metaicase . ..:.. . . $27.50 
AC-2-C—Two-stage Amplifier in hardwood case 55.00 
AC-3-C—Same as above but three-stage . . . 75.00 


Magnavox Products are distributed in accordance 
with definite sales policies extending valuable co- 
operation to the Dealer. See that your Dealers are 
taking advantage of this assistance. Full information 
about Magnavox Sales Promotion Service on request. 





Al-R—Reprocucer 
with Amplifier 


THE MAGNAVOX CO., OAKLAND, CALIF. 


New York Office: 370 Seventh Avenue 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 


























[THE JOBBER’S[JJSALESMAN 











Radio 






















Hartman Loop 
Stays Taut and True 
Price $9.00 








JOBBERS! 


The New Hartman Variocoupler 


with Spider Web Rotor 


Retails at a Competitive Price 
Sohne ARE $450 SSNS 


Clearer reception and maximum efficiency is insured through 
minimum coupling with the Spider Web Rotor. Check these 
points carefully: (a) Pig Tail Contacts; (b) Genuine Bakelite 
Tube; (c) No Live Brackets; (d) Dead Shaft with NO capacity 
effect in tuning; (e) 180° dial adjustment WITHOUT rotor 
being submerged in Stator Field. 


SOLD THRU JOBBING TRADE ONLY 
Write for proposition on this and other radio products. 


The Hartman Electrical Mfg. Go. 
32 East 5th Street, Mansfield, Ohio 





Products 








Variocoupler 
Laboratory Mode! 
Price $6.50 
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No. 50i Audio Fre- 
quency Transformer 


1066 W. Adams Street 





A Guaranteed Product in the Radio 
Field Means Better Receiving Sets 


That is one reason for the popu- 
larity of Kellogg radio apparatus. 


Another more important reason 
is that Kellogg quality backs up 

naeee the guarantee producing satisfied 
ae customers, increasing your radio 


The Kellogg radio line on your 
shelves means greater profit and 
quicker turnover. 


Write today forcatalog and prices. 


Use—lIs The Test 


KELLOGG SWITCHBOARD s q@ 
& SUPPLY COMPANY 3 





Chicago, III. et 5) 














Radio 


of time and care in selecting the stor 
most popular with the farmers and 
get that store—C. Coolidge Parlin 








Tying up with nationally adver- 
tised goods. Mr. Parlin, who is di 
rector of research of the Curtis Pub 
lishing Co., stressed this point. Hi: 
said that the large department stor« 


increased its sales but 80 per cent 


from 1912 to 1920 in dollars, and not 
at all in volume of merchandis 
moved. In the same period the smal! 
town department store has increased 


its volume 200 per cent. This he be 
| lieves is due to the fact that the small 
| town store has backed nationally ad 


vertised goods while the large city 
store has refused. 


Right batteries for a receiving set. 
It is too common an occurrence for 
the retailer’s clerk to sell the same 
battery for every set. Whereas the 
size of battery which should be sold 
and the life of the battery depend 
upon the characteristics of the set 
with which it is to be employed. 
There is more behind the proper sale 
and use of a battery than even job- 
ber’s salesmen ordinarily _ believe. 
This “prosaic” subject is worth con- 


| siderable study.—George C. Furness. 


Back to the farm. Many believe 
that radio is the greatest single influ- 
ence in the “back to the farm” move- 


|/ ment. Not only is it a source of en- 
_tertainment but of great economical 


value as well. An instance is cited 
where one farmer saved his neigh- 
bors upwards of $7,500 in a single 
night by warning them of weather 
conditions through weather reports 
received via radio.—E. P. Edwards. 


“Radio all summer long.” ‘This 
is a slogan that has been adopted by 
New York jobbers, dealers and man- 
ufacturers. This summer’s business 
will be just what the trade makes it. 
The particular group referred to has 
agreed from now on to end every let- 
ter with “Yours for Radio All Sum- 
mer Long.” With everybody hold- 
ing this idea and working toward its 
fulfillment, static, which has been 
more in the minds of the trade than 


in the air, will be largely eliminated. 
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“RADIO ALL SUMMER 
LONG” 
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The Jobber’s Salesman and 


Summer Radio 


Let Your Slogan Be “Radio All Summer Long” 
By M. C. RYPINSKI 


Vice-President, C. Brandes, Inc. 


HE radio industry during the few 


vears of broadcasting has ex- 


perienced a slump each summer. The 
sales curve during this 
period shows a decided 


— 


drop, too much of a 
drop, in fact, for the 
of the 
tributor. It is 
natural and points to a 
that 
remedying. Other elec- 
trical fall 
off, of course, but the 
the 
sales curve-is too pro- 


comfort dis- 


un- 


condition needs 


lines also 


valley in radio 


the in 


vears to come. 


radio industry this year or 


Perhaps it sounds like a well-nigh 
impossible job for us 
to try to convince the 
average enthusiast that 
this summer it will be 
different, but 
particular case we can 
tell that 


in 
him 


of the summer of 1924 


will be sent out 


improved apparatus 


and with more power, 








nounced. 

An investigation 
shows that there are 
In the first 


place it was the popular impression 


several reasons for this. 


that because of atmospheric conditions 
prevailing during the heated season it 
was impossible to have good recep- 
of The 


“static” then came into popular use, 


tion broadcasting. word 
and this was grasped by the untutored 
as representing a condition prevail- 
ing in summer which prohibited the 


It 


was accepted as inevitable that the 


satisfactory use of receiving sets. 


summer was no time for radio. 
We all know that this static buga- 
We know 


that it is not peculiar to the sum- 


boo is greatly exaggerated. 


mer time as a general thing and that 
it the 
thermometer registers zero or there- 
We also know that many 
times the squeal and squawk of a 


is oftentimes evident when 


abouts. 


radio receiving set is caused by a loose 
connection some place, or perhaps the 
batteries are run down. The prob- 
lem, therefore, as I see it, is to get the 
public educated up to the fact that 
radio reception this summer will be up 


We 


have to get across the idea that static 


to the standard of winter time. 


is more or less imaginary, and if we 
can get the laymen to continue the 
operation of their sets this summer, I 
am convinced that the spectre of a 


dull season will not stalk abroad in 





M. C. Rypinski 


now being 
are much more sensitive, capable of 


far greater selectivity and less sub- 


This, then, furnishes something con- 
to it definite 
promise of better performance this 


crete work on; is a 


year; it is something tangible and not 


just a hazy statement about 


fruit. 


In addition to the improvement of | 
broadcasting and sets, there is the ele- | 


The | 


ment of price entering into it. 
sets this year, and the tubes, too, will 
be considerably cheaper than 


were in former years. The portable 


set will have a distinct appeal to the | 
man who is going to the mountains or | 


weeeilicn: | Tell your dealers about the new Bradley- 


seashore on his annual 


Heretofore, he hesitated to add a 


heavy, cumbersome set to his luggage 


rather than go to the trouble of trans- 
porting it to his destination. 


problem, and with the increase in 
automobile touring another field 
open for their sale. 

Perhaps the greatest appeal from 
the standpoint of the average in- 
dividual, however, the coming 
presidential campaign. The proceed- 


is 


ings of the Democratic and Republi- | 


can conventions in New York and | 
Cleveland, respectively, will be broad- | 





this | 


radio | 
broadcasting programs | 


into | 


the ether with greatly | 


together with the fact | 
that the receiving sets | 
marketed | 


this | 
static myth that would not bear much | 


they | 


The | 


portable set this year will solve this | 


| 

| 

and for that reason left it at home | 
| 

. | 

1S | 

| 

| 











Saves Tubes 
d Batteries 





Bradleyswitch 
PERFECT BATTERY SWITCH 
This compact battery switch is another 


addition to the Allen-Bradley line of 
radio products. Like the Bradleystat 


: 4 | and Bradleyleak, it is made of the finest 
ject to interference from any cause. 


materials and a valuable addition to any 
radio set. Only one hole is required in 
the panel and a single lock nut screws 
it firmly. The switch is totally enclosed 


| dustproof, and fool proof. 





switch and the display carton which con- 
tains ten switches. It is an attractive 
window or counter display and sells the 
switch at sight. Write us for further 
particulars. 





492 Milwaukee, 
| Clinton Wiscon- 
St. sin. 





Manufacturers of the 
UNIVERSAL BRADLEYSTAT 
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New 
Different 
Non-Competitive 


HE BALLANTINE 

VARIOTRANSFORMER 
is an opportunity for you to give 
your trade the latest in tuned 
radio frequency. But what appeals 
most to dealers is the fact that 
it sells readily at established 
nationally advertised prices. 


Complete Radio 
Frequency 
Amplifier Unit, 
with Socket and 
Rheostat as 
Above, $15.00 


PRB BES TEEN INAS BRE BS Ae 


Transformer 
Only —for 
Panel or 
Base, $9 60 


This radio transformer differs 
from others. Its windings are 
variable—a strong selling point. 
The fans are keen for sharp tun- 
ing. This instrument provides 
it—with satisfaction guaranteed. 


Furthermore, in principle, ap- 
pearance and operation, the 
BALLANTINE istruly in a class 
of its own. Your dealers can stock 
it without fear of injuring their 
trade in other transformer lines. 


Write for plan of jobber and 
dealer co-operation. 


Boomron Russe Mere. Co. 
Pioneers in Bakelite Moulding 


126 Fanny Road, Boonton, N. J. 


RADIO FREQUENCY AMPLIFICATION 


with the BALLANTINE VARIOTRANSFORMER: 








Radio 








casted, and the campaign itself will 
practically be fought and won on the 
air, for the first time in history. This 


| puts an entirely new sales argument to 
| the fore, for those who did not have 


the desire to own a set for one rea- 


| son or other will undoubtedly purchase 
| one this summer to hear the speeches 


| skeptics will be converted. 





of the and thus many 
The dis- 
closures brought out by the various 


investigations at Washington have put 


campaign, 


an entirely new color on the political 
The revelations 
with 


situation this year. 


have been followed perhaps 


| more eagerness and interest than any 
| other news of recent date, and the 


country is stirred up. The public 
knows that all this will be brought 


| to the surface over the air during the 


| campaign; they know that the ex- 
| planations that they want to hear will 
| be forthcoming, at least to some extent, 


| between 


June and November, 





and 


thousands and thousands of sets will | 


| be sold to enable their owners to get | 


the information first hand. 


In short, this summer seems ideal 


| for us to prove that radio is an all- | 


year-round proposition and not one | 


| merely intended for use during the | 


winter. 


With such a popular appeal | 


as is possible it seems to me that with | 
a little effort we will be able to keep | 


our summer sales almost up to the 


winter level, and thereby we will be 


| in an excellent position to banish the 





( 


) 
| 
| 
{ 
| 
i 
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| mately 30,000 dealers. 


summer slump for all time. 


In order to test out sentiment on 
this subject,: we recently conducted 
a post card canvass among approxi- 
One of the 
questions asked was “How will you 
keep boosting your good radio lines 
during the summer months?” and with 
not more than a half dozen exceptions 
the dealers were 100 per cent in favor 
of They all 
indicated that they were willing to 


a vigorous campaign. 


| 


advertise, to make demonstrations of | 


their sets both in their stores and on 


the road; they said that they were go- | 


ing out personally after the business 
and will use direct mail methods to 
get that portion which it is impos- 
sible to reach personally. In short, 
the sentiment expressed by almost all 








“RADIO ALL SUMMER 
LONG” 





“Built First to Last“ 
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“1 YOU 

can Increase 
your Radio Sales 
Rizht through the 


Spring and Summer 


This is not theory. It is fact. 
For surely you can do this sum- 
mer what hundreds of energetic 
and resourceful radio salesmen 
did last summer. Just do the 
different thing. Get out of the 
rut. 


Develop a Coto 
Portabl: Set and 
Show It to Dealers 


You can make up a two tube set 
complete on panel 4x8 inches. 
You can keep your best dealers 
busy all summer making sets and 
selling Coto parts. 


for Portable Set 


Size of Coto Varicoupler is 27%x 
3x334 inches. Perfect in per- 
formance over the entire broad- 
casting wavelengths. In brown 
bakelite, highly polished. Pig- 
tail connections to rotor. $5.50. 


Do You Know 
Coto? 


Has your house buyer seen each 
item in this rapid selling line? 
If not, let us remind you that we 
will forward any Coto Guaran- 
teed Radio Parts to a recognized 
jobber on Memorandum. 


COTO-COIL CO. 
87 Willard Ave. 
Provid :nce, R. I. 


Branch Offices: 

Los Angeles, 329 Union League 
Bldg. 

Geo. F. 


Minneapolis, Darling, 


705 Plymouth Bldg. 
Atlanta, C. P. Atkinson, Atlanta 
Trust Co. Bldg. 
Canada, Perkins Electric 
Ltd., Montreal, 
Winnipeg 


Co., 
Toronto, 
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| Radio 


the replies we received indicates a | 
splendid frame of mind on the part | 
of the dealers, and it is one that | 
should be especially appealing to job- 
bers’ salesmen. The dealers are more 
than ready to meet the problem and 
are in a fair way to conquer it with 
a little support. If the jobbers’ | 
salesmen will do their share, and they | 
are the key men in this situation, we | 
should have a year that will be of 
great benefit to the industry. The 
dealers are ready and eager. 

The manufacturer’s part in this pro- | 
gram is being met with a tremendous | 
advertising outlay. Much of this ad- 
vertising effort is being designed to 
further “Radio all summer long.” It 
is, of course, to be supplemented with 
colored window displays, dealer book- 
lets, jobbers’ broadsides, all with the 
same object in view. 

To sum up, the situation confront- | 
ing us this summer is as follows: | 
The greatest stumbling block to sum- 
mer sales, poor broadcasting, has been 
eliminated. The presidential cam- 
paign offers a tremendous appeal and 
sales argument; better and cheaper 
sets are available, including excellent 
portable ones; the dealers, as evi- 
denced by the survey, are in an ex- 
cellent frame of mind; we have the 
consumer advertising of manufacturers 
to create public interest and demand, 
and all we want to finish the picture 
is the enthusiastic support of the job- 
bers’ salesmen, and I know we will 
get that. 

Let your slogan this year be “Radio 
all summer long.” 








* * * 


Andrae Reorganizes Radio 
Department 


Owing to the continual increase in 
radio business, the radio department 
of Julius Andrae & Sons Co., Mil- 
waukee, has been completely reor- 
ganized along lines which will insure 
prompt handling of business and 
quick service to customers. 

Sidney Neu, the company’s sales 
promotion manager, has been placed 
in charge of sales. Mr. Neu is a grad- 
uate electrical engineer, and for the 
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The demand for a large, cumbersome vario- 
coupler, with its many taps is being eclipsed by 
an increasing call for the more modern type of 
apparatus. 


The GENERAL RADIO CO. Type 268 em- 
bodies the most recent and desirable features of 
vario-coupler design. 


It is small, compact, and rugged, with low losses. It 
will operate efficiently over a wavelength band of 150 
to 600 meters, which covers the range of popular 
broadcast reception. 


Features of the Type 268 Vario-coupler are: 


Rotor and stator forms of genuine mould- 


ed bakelite. 
Positive friction contact of rotor leads. 
Stator coil tapped in centre only. 
Terminals easily accessible for wiring. 
Bearings tight and smooth running. 


Convenient mounting bracket with neces- 
sary screws and nuts. 


Its unusually attractive appearance, combined with 
its electrical and mechanical efficiency, make it a 


PARTICULARLY GOOD SELLER. 


PRICE $3.50 


Thoroughly Guaranteed Immediate Deliveries 


Write TODAY for our New Radio Bulletin 917F. 


GENERAL RADIO Co 


Manufacturers of 


ELECTRICAL AND RADIO LABORATORY APPARATUS 
Massachusetts Ave. and Windsor St. 
CAMBRIDGE MASSACHUSETTS 
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Cross Section Tra-F ix Dials 


A SALES BUILDER FOR 
JOBBER AND SALESMAN 


You can sell Tru-Fix Dials 
because they correct out of 
alignment—Looseness of End 
Play—Overbalanced Units— 
Loss of Tuning Adjustments 
and Body Capacity. 

Tru-Fix Dials are made of 
sheet brass .023 of an inch 
thick. The edge is very thin 
with a gradual contour to meet 
the panel and is finished bright 
nickel with 100 division scale 
running from left to right 
etched in surface inlaid with 
black enamel making Tru-Fix 
Dial easily read at all times. 
The Knob is of highly finished 
Bakelite 114% in. high with 
bevel edge at base. Attached 
to dial with flat spring device 
made into dial itself. 


Sold Through Jobbers Only 
Packed in Standard Packages 


Sales managers write for 


sample—no obligation. 


TRU-FIX RADIO PRODUCTS CO. 


42 MAVERICK SQUARE 
MASS. 


EAST BOSTON 











| past two years has made a close study 


of the radio business, both from the 
technical and commercial angles. 

To further expedite service, a com- 
plete new organization has been cre- 
ated consisting of radio order depart- 
ment, radio service department and 
radio claim department. 

The Andrae company is looking 
forward to a continuance of good 
radio business all through the summer. 
The production of portable receiving 
sets, and the realization on the part 
of the public that such good enter- 
tainment can be obtained all through 
the summer months, is going to make 
summer radio sales possible to those 
dealers who will continue their sell- 
ing efforts. 

i 
Fifty Million Audience Is 
Radio’s Latest Feat 

Radio broadcasting’s greatest feat 
was performed the night of March 7 
when stations located in San Fran- 
cisco, Hastings, Neb., East Pitts- 
burgh, Pa., Schenectady, N. Y., New 
York City and London, England, 
broadcasted simultaneously the Alum- 
ni dinner program given in New 
York City by the Massachusetts In- 
stitute of Technology. 
who had been working many months 
to perfect a radio relay or repeating 
system between San Francisco and 
London, a distance of than 
7,000 miles, had the satisfaction of 
knowing that their efforts had been 
rewarded by radio waves covering a 
million and a half square miles and 
that 50,000,000 people had been esti- 
of available 


Engineers 


more 


mated as the number 
listeners. 

Microphones placed in the main 
ball of the Waldorf-Astoria 
Hotel in New York were the start- 
ing point in the radio repeating and 


broadcasting system. 


room 


The microphone on the speakers’ 
table led directly to station WJZ, 
which transmitted the entertainment 
on its regular wavelength of 455 
meters. Connected with WJZ’s am- 
plifying apparatus by land wire was 
WGY at Schenectady. WGY trans- 
mitted the same program simulta- 
neously with WJZ, on 885 meters, 
KDKA, the Westinghouse company’s 
pioneer station at East Pittsburgh, 
the heart of the relaying system, then 
intercepted WGY’S waves on special 
The received 
signals were then transmitted from 


receiving apparatus. 


KDKA through two stations of trans 
mitting broadcasting a 
strongly amplified repeat of the origi- 
nal signal on a 94 meter relay wave 
and the other on the customary wave 
length of 326 meters. 

Listeners with the range of KDKA 
received the 
while the shorter wavelength serviced 
the Westinghouse repeating station 
at Hastings, Neb.. and station 2AC 


units, one 


on longer wavelength. 


of the Metropolitan Vickers Com 
pany at Manchester, England. In 
England, the Metropolitan-Vickers 


station was linked with its seven sis 
ter stations and immediately the 
KDKA was picked up, these stations 
repeated the concert simultaneously 
all over Great Britain. 

Hastings, too, broadcasted the same 
signal but also relayed it to KGO in 
San Francisco, which last station also 
picked up the broadcasted waves and 
repeated them on a different wave- 
length than the one on which they 
were picked up. 

All this was accomplished with the 
speed of light, so quickly in fact, that 
the voice of the speaker reached the 
ears of the British broadcast listeners 
before it was heard by the audience 
the Waldorf-Astoria 
This fact is peculiarly true because 


in auditorium. 


sound waves travel slower than radio. 











Introducing J. L. Campbell, shipper at 
the Carroll Electric Co., Washington, 
Dg 
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Western Electric Year Book 
The new catalog or 1924 Year 
Book of the General Supply Depart- 
ment of the Western Electric Co., 


‘contains a number of innovations. , 


Chief among these are: A new size 
of type page—744 by 10% ins.; 
larger type, vet by different arrange- 
ment showing a greater number of 
articles per page; interchangeable 
units of ;\; page or multiple of that 
size; illustrations, descriptions, di- 
mensions and prices of each article 
grouped in one unit; special sections 
in colored stocks for various classes 
of household appliances; 1923 Na- 
tional Electrical Code included, ete. 
The new books were compiled and 
printed by the R. R. Donnelley & 
Sons Company, of Chicago, and sup- 
ply all of the Western Electric houses 
and branches. 
* * * 


Terry Pushes Kitchen Units 

Kenneth Lindsay, sales manager of 
the Terry-Durin Co. (formerly the 
J. B. Terry Co.), Cedar Rapids, Ia., 
reports a special 30 day drive on kit- 
chen lighting units. Believing this to 
be the best load builder that has ever 
been offered to any central station the 
company has been able early in the 
campaign to arouse the enthusiasm 
and cooperation of 15 of the leading 
central stations in Iowa. They ex- 
pect to sell, as a result of the cam- 
paign, at least 10,000 kitchen light- 
ing units in the next 90 days. 

They have had several special sales 
meetings in relation to the program. 
In some quarters the work is being 
done through the women’s clubs and in 
others through the Légion Auxili- 
ary. As Mr. Lindsay forcefully ex- 
presses it, the campaign soon gets to 
be a disease rather than a campaign. 








Here’s a deep one from Kansas City: W. 
Carter, former purchasing agent for B-R 
Electric Co., now a manufacturer’s agent, 


is getting on the good side (in this case | 


the left side) of his successor, J. M. 
Stephen, secretary, so he can sell him 
something. . 








BRANSTON! KIT 


Nationally 
Advertised in 


Popular Radio 

Radio Broadcast 

Radio News 

ost 

Popular Mechanics 

American Boy 

Electrical Record 

Saturday Evening 
Post 

Popular Science 
Monthly 

Scientific American 

Science & Invention 

Radio Digest, 
Illustrated 

and others. 








Display this card in 
you window or show- 
room. It appears in all 
our national advertis- 


ing. 


No. R—99 

















BRANSTON KIT No. R-99 | 


. CONSISTING OF 
yj a L) 
\ 
i : . peste 
" By snus . 
i. . ied ss 
\ 
\ 


Lo 5 marron i ew 


LEAST 
ay tratoneed Hmmetng 


Contains 1 No. R90 Oscillator Coupler, complete 
with mounting brackets, bank wound induc 

tance and adjustable coupling coil with locking 
device; 3 No. R91 Intermediate Radio Frequency 
Transformers, very sharply tuned and com 

pletely shielded; 1 No. R92 Special Transfer 
Coupler for first or last stage of Intermediat 
Frequency, very sharply tuned and completely 
shielded; and 1 No. R93 Specially designed 
Coupler for using Antenna. Price of Kit, $36.50. 


Branston Guaranteed 


This apparatus has been specially de- 
signed and rigorously tested and proved 
better than any heretofore obtainable. 


Immediate Delivery 


The demand is here. Your customers 
want to build Super Heterodyne sets. 
Sell them all the parts. 


“Super Heterodyne Construction” 


Our publication, “Super Heterodyne 
Construction” ($1.00), makes it pos- 
sible for the amateur to construct a com- 
plete and efficient Super Heterodyne Re- 
ceiver. 


Write for all information 


CHAS. A. BRANSTON, Inc. 
825 Main St. Buffalo, N. Y. 


Manufacturers of the famous Branston Violet Ray 
High Frequency Generators. 


In Canada—Chas. A. Branston, Ltd., Toronto, Ont. 
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100 “~ Guaranteed 
End Plates of Celoron 
For 


SUPERHETERODYNE 
SUPERDYNE 
INVERSE DUPLEX 
NEW FOUR CIRCUIT TUNER 


Use 
Vernier Cap. .00057Mfd. (24 Plate) 


or 


Plain Cap. .00035 Mfd. (23 Plate.) 


Stock, carry or recommend U. S. 
Tool Condensers of recommended 
capacity for all known circuits. 


Get the U. S. Tool Proposition 
Write for Literature and 
Details TO-DAY 


U. S. Tool Co., Inc. 


124 Mechanic St., Newark, N. J. 














PELIABL. 


Precision Variable 
Micro Air 
Condenser 


A NECESSITY 





Here’s Your Partner 


Old Pal! 


When you have one of those off-days just 
think of the “smile” in your little old kit. 
Rain or shine, good days or bad, these 


Reliable Neutralizing 
Condensers 


will sell for you. 


Packed neatly in attractive display con- 
tainers, mounted with base or without, 
these condensers make friends with all 
dealers. For all tuned radio circuits they 
prove wonderfully effective for making 
messages more distinct. - 
List Price, each, ted $0.75 
List Price, each, mounted... 1.00 


THE RELIABLE PARTS 
MANUFACTURING CO. 


736 MADISON AVE., 
CLEVELAND, OHIO 











| Credit Delinquencies Increase 

The accompanying tabulation shows 
the number of accounts reported to 
ithe National Electrical Credit Asso- 
ciation by member manufacturers and 
|jobbers during January, 1924, and 
1924, as compared with 
‘the same months the previous year, to- 
gether with the total amounts and 


average amounts of the delinquencies. 
Number of 


February, 








Branch Delinquent 
| and Accounts Total Average 
Month Reported Amount Amount 
Central Division 
iJon, “i998... 809 § 88,811.52 $109.78 
Co a 643 104,657.18 162.76 
Fep,, 1926............ 635 69,996.47 107.49 
Fen., t024.........2 821 89,621.45 109.16 
New York 
van, 1926......... 392 54,452.00 139.00 
Jan, ~1624......... 248 40,799.00 164.00 
Feb., 1928............288 86,045.00 127.00 
Feb., 1924............365 54,688.00 150.00 
Philadelphia 
\ ry ee |. Scene: 216 32,449.17 150.23 
Jan., 1924... 197 22,760.53 115.54 
Feb., 10382... 176 26,881.67 152.73 
\Feb., 1924............ 258 31,823.03 123.35 
|New England 
|Jan —— ee 66 7,805.66 118.27 
iJan.,  YORA............ 28 3,948.95 141.05 
| Fe D:, GBs... 48 2,495.35 51.99 
\Feb., 1924... . 88 4,789.14 145.12 
| Pacific C oast 
| Jan. -» 1928... 12 1,087.20 90.66 
san:, FO046.:..0:... 19 1,896.43 99.81 
Pes, [ROR S.<.... 15 4,245.68 283.04 
Feb., 1924............ 9 1,072.04 119.11 | 
* * 


Hyland Crosses the River 


The Hyland Electrical Supply 
Co., Chicago, will move by May 1 
from 31 North Franklin street to 700 
West Jackson boulevard. The new 
place provides 20,500 sq. ft. of floor 
space and improved facilities. While 
the move is primarily a matter of 
location and space for the regular 
line of supplies, it will also facilitate 
the inauguration of two new depart- 
iments, radio and fixtures, the addi- 
ition of which is announced by M. C. 
Taradash, president of the company. 

It is also announced that Chas. H. 
Weicensang, sales manager, is now a 
partner in the firm with the title of 
vice president. 

i 


Credit Association Meets in 
May 

The twenty-sixth annual meeting 
of the National Electrical Credit As- 
sociation will be held Thursday and 
Friday, May 22 and 23, in Chicago. 
Selection of convention headquarters 
will be announced as soon as de- 
termined by the committee on ar- 
rangements, of which H. E. Wilkins 
of the Belden Manufacturing Co., is 











chairman. 























Cat. No. V-42—Fits Rite Vase 


Adapter 
The Vase Lamp 
craze is taking the 
country by storm. 


business? 


so you can carry it 





in stock. 


Cat. No. E-76—The Rodale 


Universal Iron Element 


Has been de- 
signed so that 
the one size 
will fit over 
90% of all 5 
and 6 Ib. irons. 
High grade of 
electrically 
tested mica 
yee. eres 

Nichrome Wire Used ad yt 
averaged less than 1/50th of 1%. Write for 
your free sample. 


= mit i —* 


actil AIT ll 








We also put up spools of SEehrome Repair 
Vire. Write for Catalogue R-4 


RODALE MFG. CO. 





Are you getting 
your share of this 


This item is packed 


conveniently 




























265 West Broadway, New York 
ia, Z, Scena 
ts Duy,’ Tested Crystal 50c 
4 “De-Tex-it” 
“The Crustal With a Soul ermanent Detector 
(Reg. U. 8. Patent Office) $1.25 


CELERUNDUM CRYSTALS 


are unequalled for reflex and crystal radio sets; 
non-metallic; will not burn out; function with any 
conductor; require no special cat whisker. 


CELERUNDUM “De-Tex-it” 


A Perfect Fixed Detector new in principle; scien- 
tifieally constructed; needs no adjustment; will 
stand any plate voltage; eliminates all crystal and 
eat whisker troubles; gives power, volume and 
clearness. 


Fully Guaranteed. Write Us. 


Celerundum Radio Products Co. 
170 Summer Street BOSTON, MASS. 








a 











YAGER’S 


Soldering 


Salts Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


or oe of distributors see McRae’s 1923 Biue 
ook. 
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Increase Your Fan Profits 


.. you and your Dealers will make more money from fans this 
year by standardizing on and pushing the Dayton line. 

They embody the essentials of fan construction,—they are durable, they 
are attractive in appearance, and they displace a large volume of air. 
They are easy to sell and there’s a liberal discount on each one. 

There are 102 different Dayton Fans—a model and size for every require- 
ment. 

Ask us for complete details of our profitable Fan proposition. 


The Dayton Fan & Motor Co. 


Factory & General Offices 
Dayton, Ohio 


Established 1889 ; 
DAYTON MOTORS ae DAY-7AN RADIO 





THE JOBBER'S (Rl SALESMAN 
a 






























































It Isn’t 
the Original Cost 


—it’s the upheep that makes a perma- 
nently bound catalog always costliest in 
the long run. It must be issued at least 
once a year—and even if it were a month- 
ly proposition it probably wouldn’t be up 
to date. The best way is to make your 
‘atalog loose-leaf. Then it will be new 
day-by-day, and you'll save many catalog 
dollars besides. 





Change the sheets in your Heinn Binder 
every day if you wish—contrast this mini- 
mum cost with the great expense of re- 
printing an entire permanently bound 
‘atalog. In your Heinn Binder, mer- 
chandise and prices can be instantly in- 
serted, listed or removed. Sheets are put 
in or taken out in a jiffy. Thousands of 
Heinn Binders are being used in the elec- 
trical field—for both salesmen and gen- 
eral trade needs. 





Send your catalog specifications today. 
Prices and complete information will be 
sent on Heinn Binders without cost or 
obligation. 


Ohe Heinn Company 


Originators of the Loose-Leaf System of Cataloging 


351 Florida Street Milwaukee, Wis. 


































Putting the Quality Idea 


Across 
(Continued from Page 6) 


| which our industry is to be built, th: 


structure would better be abandoned 
Where does the jobber’s salesmai 
fit into this structure? How can lhe 
become a factor in the development 
of housewiring business along any 
definite constructive lines? How 
shall the jobber’s salesman assist th« 
contractor in getting this year’s busi 
ness on a more profitable basis than 
heretofore? How can the jobber’s 
salesman accomplish anything 
through the architect or engineer? 
These are. questions which every 
sincere salesman is putting to himself. 
and which his employers and cus- 
tomers are expecting him to answer. 
Fortunately, at the present time. 
much of his problem is_ solved: 
building activity is still such that the 


_ market is already created; what re- 


factors of “or equal, 


mains to be done is principally to see 
that, having secured and executed the 
job, the contractor does not remain a 
commercial pauper. This is why so 
much stress has been placed upon the 
” “underwriters’ 
label,” and other popular fallacies 
and misconceptions which burden 
the electrical industry. It is sub- 
mitted that answers to all of the ques- 
tions in the foregoing paragraph may 
be found in the matter preceding it. 
The whole argument is that in these 
propitious times, enterprising mis- 
sionary work on the part of the job- 
ber’s salesman and factory representa- 
tives, energetically followed up by 


_ the contractors themselves, will divert 


the minds of builders, engineers and 


| architects from the sole question of 








price, and will permit the successful 








Saturday morning! Expense checks ’n’ 
everything! A group from Manhattan 
Electrical Supply Co., Chicago. The gen- 
tleman on the left in the snare drummer’s 
pose is E. S. Swenson, followed by Sinclair 
Randall, FE. F. Koutnik, Miss Lillian Wy- 
and, W. H. Kornbeck, Wm. Haeger, E. E. 
Eberhard and Walter C. Becker. 
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' SOCKETS 





From Hoy to Aull 
‘Candle to Mosul 


AKE the new Key Socket: Contact 
made by a revolving lug, held by 
pressure on both sides when the con- 
tact is on. Revolving action of lug 
keeps it clean and free of foreign 
matter which might foul contact. Porcelain 
sections of the interior fit tightly together to 
prevent clogging of mechanism. The key 
sockets (keyless and pull sockets, too) have one 
brass and one nickel binding screw. Nickel in- 
dicates shell side of socket to which grounded 
wire attaches. The center contact is riveted, 
not soldered; corrosion can’t break the connec- 
tion. Key shaft is mounted as a unit with the 
mechanism. It fastens to but one of the por- 
celain pieces, so dislocation of the porcelain 
sides makes no difference. The handle turns 
in a steel saddle, with true alignment and easy 
action; no porcelain bearings to chip or 
grind 














The Pull Socket touches perfection in ease 
of action—due to a difference in the angle of 
“make” and “break.” Design allows for a 
lesser angle to pull the revolving contact over 
on the make, than to pull it off the break. 
With the short make and long break; less 
friction is felt and less wear applies on the 
mechanism. Make-and-break occurs at the 
center contact, allowing shell side (as indi- 
cated by nickel binding screw) to be grounded 
to comply with local inspectors’ rules. An over- 
size ball on the chain just outside the horn pre- 
vents chain from snapping back into the socket, 
or obstructing free action of mechanism 


These features are only a part of the 
H&H Socket development—a_ small 
part of the H&H Socket booklet. 
You'll find it good news and good 
reading. 


THE HART & HEGEMAN MFc.Co. 
HARTFORD, CONN. 


Cc. ORNL 
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HARTFORD 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 
contractor-dealer customers and urge them 
to go after the profitable business now avail- 





application of suggestions that cheap- 
ness is just as undesirable with refer- 
ence to workmanship, technical skill 
and responsibility, as it is regarding 
materials. When this is an accom- 
plished fact, there is no more reason 
why the shoe dealer paying for a wir- 
ing job should not expect the con- 
tractor to make a profit, than there 
is when their positions are reversed. 

The central station should not be 
left out of the picture. It is useless 
to put out steady, continuous, care- 
fully regulated service, if it does not 
get by the entrance switch. The 
central station’s job is not completed 
—certainly not appreciated—unless 
the house equipment functions prop- 
erly. To this end, the central station 
is vitally interested in the materials 
connected with its line, the skill with 
which they are installed, and the 
responsibility back of it all. The cen- 
tral station man who has to depend 





able. . 
Get the latest Hartford Time Switch | 
bulletins. 





A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y.C. 

















How would you like to sit in the ring 
and have this youngster sizing you up 
from the opposite corner? This _ is 
Stanley Frye, champion light heavy- 
weight of the Pacific fleet and the Pacific 
Coast and also counter salesman for the 
Julius Andrae & Sons Co., Milwaukee. 
Stanley is about to quit the jobbing in- 
dustry and make fighting his business. 
He has a manager and his advertising 
literature is out. According to the litera- 
ture he has five K. Os and _ nine 
decisions to his credit against four lost 
decisions and one draw. He is open 


| to meet any light heavyweight or heavy- 


weight in the world. Step up? 



























































April, 1924 THE JOBBER’SfA)SALESMAN 88 

















Superior Features 


They cover the ground and bring home 
the bacon. 

Superior features didn’t just hap- 
pen on Bryant Sockets. They got 
there by design and intent. They are 
products of slow growth and careful 
development. They are proved in 
practice on laboratory machines which 
give them years of use in a week of 
time. Real progress is slow but cer- 
tain. Real superiority is unspectacular 
but definite. 

Bryant Sockets are superior because 
we want to make them that way and 
because we know how to do it. 

Bryant Superior Features makes a 
solid foundation for you to build pros- 


perity upon. 
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These advertisements appear in the current issues of Electrical Retailing, Electrical Merchandis- 
ing, Electrical Record, National Electragist, Journal of Electricity, Railway Electrical Engineer. 
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Sell the Switch that Sells 








extea BOX 





FITTER 


—— 


WiTH each switch 






* f 
"Pano owen pars 


g- 


No. 61 
6A-125V——3A-250V 
Approved by 
Underwriters’ 
Laboratories 





REG, U.S. PAT. OFF, 


Conduit Box Switch 


The Levolier Conduit Box Switch makes it easy for the dealer, 
contractor or industrial plant to install individual control of 
lighting units at low cost. 


Here’s how it is done: Wire outfit complete on the floor, 
connecting the Levolier Conduit Box Switch to one leg of the 
unit circuit. To hang, connect wires in the usual manner. 
Insert switch in the knock-out of conduit box and fasten cover. 
No running of extra conduit to switch box. No extra wiring. 
The result is a most satisfactory job in every way. 


Industry is sold on the advantages of individual control. Sell 
the Levolier Switch which gives this control at low cost. 





Electrical and industrial papers are carrying the message of individual control in 
industrial lighting at low cost with the Levolier Conduit Box Switch. We’re offering 
a free sample of the Levolier Conduit Box Switch to interested parties. This offer, of 


course, holds good for any of your customers or prospects. 


* 
“exter! AC GILL 
— mf MANUFACTURING CO. J scene” 


cavy Dury Purt Sockets 
Lamp COLORING AND 


tn Between Switcnes * . . . Frostina 
i Pee,|:, | Licctrical Specialties of Quality | Fee 


Fiusm Put Swircnes Basy Biow Toncnes 














Lame Crancens 


Canory Siren WicxeY ESTABLISHED 1004 Crarrentoy Compounds 
VALPARAISO - INDIANA 


Sold in Canada by W. H. Banfield & Sons, Ltd., 370 Pape Ave., Toronto, Ont. 


























entirely upon bankrupt contractors to 
serve his customers is in no enviable 
position. He becomes the repository 
for the sins of the bankrupts, and 
the bearer of the burdens which be- 
long to them. He should, therefore, 
not be content to leave the work of 
popular education to jobbers’ sales- 
men, factory representatives, and con- 
tractors, but should interest himself 
in the subject and see that it is prop- 
erly done; and above all he should 
endeavor to make his contractors 
sufficiently prosperous to at least re- 
main responsibile for their work for 
a reasonable period after its comple- 
tion. 

Perhaps the simplest manner in 
which the central station operator 
could bring this about would be to 
foster a local organization of some 
character, wherein at proper intervals 
information could be interchanged 
concerning matters of mutual interest. 
A clearing house of this kind should 
go far toward permitting the operator 
to mold the situation along construc- 
tive lines, to improve the financial 
condition of his contractors. and to 
relieve himself of the burdens of the 
bankrupts. If this is true gospel, 
then the jobbers’ salesman who first 


promulgates it will become a popular 


, 











Just a wisp of a colleen, but oh, what a 
wisp! Surely this is the face John Mc- 
Cormack sees when he sings “My Wild 
Irish Rose.” For she reminds you of so 
many things—the tinted satin of a rose 
leaf—the flash of Kathleen Mavourneen’s 
eyes—the lilting song of a thrush at day- 
break—or mellow moonlight on the Lakes 
of Killarney. No, she is not a movie queen, 
although she went to school with Mary 
Philbin. Who is she? Miss Gladys Ward, 
put forward by the ‘Inland Electric Com- 
pany. Chicago, as the prettiest girl in the 
electrical jobbing business. 
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HUBBELL 


WIRED CONV ENTENCE. OUTLETS 


SIDE-“WI 










Show vour dealer customers how they can 
widen their market for electric appliances 
by pushing the sale and installation of 
Convenience Outlets. 

For Convenience Outlets make the use of 
appliances convenient. 

Hubbell Convenience Outlets are made in 
both side- and top-wired types. 


HARVEY HUBBELL« 


ELECTRICAL WIRING DEVICES 


BRIDGEPORT CONN. U.S.A 


SHALLOW! 
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SAYS— 


“Now is the logical time for you to 
go after industrial plant business. 
Industrial engineers have been and 
are being reached with convincing 
arguments in favor of Trumbull 
‘Circle T’ Type ‘A’ Safety Switches. 


“Most men of this profession are beginning to realize 
the difference between a box with a switch and a 
safety switch. They know a mere safety box is a 
small part of real safety. 

“Industrial engineers look further; they investigate 
the switch itself and insist upon a switch that will 
stand up under inductive loads and frequent abusive 
operation. 


“‘Circle T’ Type ‘A’ Safety Switches dovetail with 
the intelligent demands, of these men. They have 
alignment, proper contacting, first class machined 
parts and all the other features which go to make up 
a safe safety switch, that stands up for years under 
severest use. 


“Every ‘Circle T’ Type ‘A’ Safety Switch is tested 
and inspected by our own engineers before it leaves 
the factory. You can rest assured that any statement 
you make regarding the dependability of these 
switches in operation will be backed up by the switch 
itself in actual operation. We have specialized in 
switches for 24 years. 

“Get your industrial plant prospects lined up. Get 
them to compare the ‘Circle T’ Type ‘A’ Safety 
Switch, feature for feature, with any other safety 
switch on the market. Once get them used and 
you have a permanent customer.” 














The Trumbull Electric Manufacturing Co., 


New York Chicago 
114 Liberty St. 2001 W. Pershing Rd. 
Boston Philadelphia 


THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS 








Plainville, Conn. 
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San Francisco 
595 Mission St. 


Atlanta 

















man among the trade in whatever 
town he “puts it across.” It might, 
at least, be worth his while to give 
it a trial. 

To summarize briefly, it should be 
possible for manufacturers to estab- 
lish in the minds of interested parties 
a distinction in quality between dif- 
ferent makes of electrical goods, just 
as exists in cigars or automobiles, and 
to overcome the handicap of the 
Underwriters’ Label. It ought to be 
possible for the contractors, with the 
aid of the central station, to establish 
the same distinction with reference to 
workmanship and responsibility. It 
is perhaps a difficult task, but it can 
be done, and it must be done if we 
are not to develop into a tribe of curb- 
stoners and carpetbaggers. One 
article like this may, it is hoped, help 
a little; a hundred would help lots. 
The efforts of one jobber’s salesman 
will count for something; the efforts 
of a thousand will turn the trick. 





More Lighting Dollars 


(Continued from Page 8) 


When, finally, the dealer stands be- 
fore the customer, it takes but a few 
seconds for the customer to realize 
that here is a man who really knows 
something about light—somebody to 
whom questions can be put with some 
hope of getting a practical answer. 
If the buyer asks for two “forties,” 
the dealer asks where they are to be 
used. The customer is glad to ex- 
plain. It is a pleasure to him to have 
someone to advise him what lamps 














Mr. and Mrs. James A. Turner, of the 
Protective Electrical Supply Co., Fort 
Wayne, Ind., were in Georgia and Florida 
for five weeks recently. This picture 
shows one of the big ones caught at St. 
Petersburg, Fla. 
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USE ARROW PORCELAIN SOCKETS WITH 
THE ARRO-GRIP CAP 


For INDUSTRIAL PENDENT WORK use Arrow Porcelain Sockets with 
the ARRO-GRIP feature which takes the strain off the binding posts and 
prevents shorts from frayed wires. 


No. 962 ARRO-GRIP cap can be used with all types of Arrow Porcelain 
bodies. This is another reason why you should use Arrow Sockets. Send for 
new Arrow Catalog of complete line of wiring devices. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The complete line of Wiring Devices 















































THE J 


OBBER’S f§]sa 








‘ 
_ 
% . 


Where a Need The Best 
Switch, Youll Find Square D 


You could not be given a 
betterreason forusing Square 
D Safety Switches than their 
growing numbers in therigor- 
ous and exacting service of 
the steel mills. 


Their superior quality and 
ingenious features must have 
been decisively demonstrated 
—and valued—in order to 


SQUARE D COMPANY, 


have earned a foremost place 
in America’s foremost manu- 
facturing industry. 


Surely there is no more sensi- 
ble way of judging a product 
than bythe degree of satisfac- 
tion which is found in its use. 
On exactly that basis, we in- 
vite you to form your estimate 


of the Square DSafety Switch. 
DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND., WALKERVILLE, ONT. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pittsburgh, 


Y 


St. Louis, Toronto, Philadelphia, Cincinnati, Milwaukee, 
San Francisco, 


Atlanta, Cleveland, 
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Montreal, 


Winnipeg, Vancouver 
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to use for his individual needs. The 
customer opens up his light-hungry 
soul. Of course, he buys more light- 
ing equipment than he had originally 
intended but it is the sort of purchase 
he will never regret. He will come 
back again and again. He'll pass up 
a dozen more conveniently located 
stores to come back here where real 
lighting information is thrown in 
gratis, with every purchase. 

There are not many lighting retail- 
ers who are merchandising in this 
fashion but there are enough hun- 
dreds of them to prove the merit of 
the thing. Every dealer who has 
tried it has found a gratifving sales 
increase. 

Now, why should the dealer go to 
all this trouble? Why should he in 
vest his own good money in a light- 


Why 


tax his intellect with learning about 


ing set up as just indicated? 


lighting? Simply because lighting 


sales constitute two-thirds of the 
business done by the average elec- 
trical dealer—simply because any- 


thing that will boost his lighting 


sales increases the major part of his 


profits. 














It is a pleasure to introduce J. J. Fos- 
ter (left) and B. J. Dischinger of the 
Southern Electric Co., Baltimore, Md. 
The former is purchasing agent and the 
latter sales manager. 
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The New Addition to the 
Robbins & Myers Fan Family 


The Robbins & Myers Company takes pleasure in presenting to the trade for 
the season 1924 the newest Robbins & Myers Fan in the 8” Alternating Cur- 
rent Induction Type, known as Model 41. 


This popular priced Fan finds a large field of usefulness in homes and 
offices where low cost is of importance. — 


It has the same pleasing appearance as the more expensive Fans, the low 
cost, however, is due to the absence of the speed control switch and the omis- 
sion of certain other refinements not required for durability. 


It is finished in a gloss black enamel, baked on, and is permanently beauti- 
ful and with the felt base it cannot harm the finest table's finish. It is light 
enough to carry from room to room for constant day and night use. The base, 
motor body and end heads being of drawn steel construction, the blades and 
guard being of steel. 


If you haven't already received a copy, we suggest you write our nearest 
Branch Office for a copy of Fan Catalogue No. 1222 which fully illustrates 
and describes this new Fan. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 
New York, 30 Church St. Chicago, 1444 Conway Bldg. 

Philadelphia, 1418 Walnut St. Cleveland, 1239 W. Third St. 

St. Louis, 1522 Chemical Bldg. San Francisco, 701 Rialto Bldg. 


Cincinnati, 9 E. Third St. Buffalo, 827 Ellicott Sq. Bldg. 
Boston, 74 Pearl St. 


Robbins & Mvers Fans 
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FANS 


The Season’s Biggest Sellers 




























Junior $7.00 


List Price 


Full eight inch brass blades. Eight foot cord 
with separable plug. Hart & Hegeman Tog- 
gle Switch, one speed in base. Equipped for 
table and wall mounting. Universal motor 
25 to 60 cycles, 110 volt. ‘(Can be supplied 
for higher voltages at slightly increased 
cost.) Self-lubricating oil wicks. Packed in 
single cartons for easy stocking and display. 


“Cool Spot” $10.00 


No. 900 List Price 
Plain Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot 
green cord with separable plug. Single speed 
switch in base. Packed in single cartons 
for easy stocking and display. 


“Cool Spot” $16.00 


No. 901 List Price 
Oscillating Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot green 
cord with separable plug. Single speed 
switch in base. Packed in single cartons for 





easy stocking and display. 


No. 901 


lajiecale Factory and General Offices 
1970 Broadway, 
| Miareo 
*) MENOMINEE, MICH. 
Boston, Chicago, Cleveland, Minneapolis, Montreal, New York, Pittsburgh, 


St. Louis, San Francisco, Toronto, Philadelphia, Los Angeles 
You'll find our local address in your Telephone Directory. 

















Just suppose you were retailing 
hats and you had 11 different styles— 
derbies, fedoras, straws, “‘plugs,” caps, 
etc. But, suppose further that they 
were all size 7. Folks demand hats 
that fit and they know when they 
don’t fit. Wouldn’t you have a sweet 
time trying to satisfy everybody? 

In the lighting business there are 
11 different lamps carried by most 
dealers but the bases of these lamps 
are all precisely alike. You can put 
a 10-watt lamp in a lighting socket or 
you can put a 200-watt lamp in the 
same socket. Yet, for any particular 
set of conditions, there is just one of 
those 11 lamps which should go into 
that socket to provide right light. 
The public does not know which size 
really fits. The consumer will buy 
the wrong size through sheer igno- 
rance but that does not signify that 
he is satisfied with his purchase. The 
dealer should know and take pains 
to see that the right lamp is carried 
away by the purchaser. That typi- 
fies the difference between selling 
better light and merely selling light- 
ing equipment. You can go on and 
apply the thought to fixtures, to 
glassware, to portable lamps, to any 
and all lighting commodities sold to 
the user of light. 

In the final analysis, the jobber’s 
salesman is the key to the whole 
situation. To transform the electrical 
retailer into a merchandiser of better 
light is an outstanding job to be done 
by the jobber’s salesman. There is 














The oldest and youngest in point of ex- 
perience on the Seattle sales force of the 
Fobes Supply Co. W. H. Ballentine, left, 
has a number of years of experience in 
the contractor-dealer, central station, and 
jobbing branches of the electrical indus- 
try. R. D. Constable’s experience lies in 
the jobbing branch only, but it has been 
thorough, as he started as an office boy. 
Both of these men have the happy faculty 
of making a host of friends and holding 
them. 
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When a dealer buys fuses on your recommenda- 
tion, he places himself more or less in your hands. 
He usually has neither the time nor the inclination 
to study different makes of fuses to qualify him 
to judge which make is the best. He depends on 
your knowledge and integrity to give him this in- 
formation. 

If the fuses you sell do not give entire satisfaction 
to his customers, you lose the dealer’s confidence and 
friendship. That means not only the loss of his future fuse 
business, but his business on your other lines as well. 

You can stake your reputation and the friendship of 
dealers on ‘‘Union’’ Renewable and Non-Renewable Fuses. 
They are guaranteed to give satisfaction, and there is a 34-year- 
old concern, that has never broken a promise nor shirked an’ 
honorable obligation, back of that guarantee. 

For many years we have been building on the single, broad, 
foundation—satisfactory service. Our reputation is your as- 
surance that when you sell ‘‘Union”’ Fuses your dealer friends 
will get fuses that will back up your judgment. 

Get in line for bigger sales and more dealer friends by push- 
ing “Union” Fuses. 

Our 96-page catalogue sent on request. 


CHICAGO FUSE MFG. CO. 


Manufacturers also of Switch and Outlet Boxes, Cut-out Bases, Fuse Plugs, Fuse 
Wire and Automobile Fuses. 


CHICAGO NEW YORK 
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| no use in pretending that it is easy 





| or that it is not a long, slow job. If 
_ there were any other practical way to 
} , . ° 

_ accomplish it except through the job- 


+ 
- Red Devil 9 ber’s salesman it would have been 
| done long ago. 


© You are the only man who can 
ers “Carry the Message to Garcia.”” You | 
are the only personal contact the 


dealer has with lighting improve- 
for Every Need and merchandising develop- 


ments 





—_— ments. To build each of your dealers Get the New B-Metal Loud 
HEREVER there’s a _ special : : : Talking Crystal 
P into a real lighting merchant means me's a ear ite ce a beehive 


job to be done, a “Red Devil” 


full of busy bees. 


ier wi Oo it. ade in practica at vo Ss rote a li > time « Get the one with the marking on 
l ll t. Mad practically that you must devote a little time out 

° . fi the she'l just as shown in the 

every style for every purpose. Side of each call to implanting these new above picture and you are  pro- 

Cutting, Diagonal Cutting, End Cut- ‘ Y houbil ne lel gs eo gal 
. . . . Pe y “0 pte 6s Staction. 

ting, Long Nose, Round Nose, Duck thoughts in his mind. ou should EVERY RELIAEE DEALER 

: : : ; ‘ . ANDLES THIS CRYSTAL OR 

Bill Pliers, Button Pliers, etc. take the time to eternally urge him WILL ORDER IT. Weowe ae 

eae . | eral dealers and jobbers discount. 

Just two styles of “Red Devils to apply what you have told him. It is good enough to sell for $1.00, 

Ptiers shows “we . - i P but we have not chaneed the pric 

a You must help him to get the light- | which remains at 50 cents. It 

can not be bought at cut prices 


ing ear-marks on and in his store. apt Meg Ble a — be glad 
| Chosen by the Cleveland Radio 

_ r . . . . : . 
“6 ” Whatever time you invest in this | Dealers Association and the on'y 
e evi e | crystal sold at the Cleveland Show. 


Beware of imitations. 
B-METAL REFINING Co., 
525 Woodward Avenue, 


way will return you a sure profit in 
Electrician’s greater sales of lighting equipment 


DETROIT. MICH. 
and in dealer good will. Doing it 


Side Cutter now insures the very cream of a great, | G EN U I a E 


new profit, for the lighting dealer in | / 
' a 
oe ee ne any community who first shines as a | 











1 most selling qual- lighting sage ts going to get most | tty ela eae 
oe poi oa lighting business in that | peu ee ue: Ftun arent 
steel. Sizes 6, 7, : 

| enna Forbes Praises South at Dixie 


Club Meeting 


One of the most interesting features 
at the Dixie Club meeting in Atlanta 
on Feb. 22 and 23 was an address by A GOOD 
B. C. Forbes, financial expert and 
well known writer of New York. He BU Y 
is making a tour of the South, gath- 


ering information for a_ series of 


“Red Devil” 
Diagonal Cut- 
ting Plier 


Twenty - to - one articles on business conditions. A majority of the job- 
leverage. The The outlook for building activities . a c 
most powerful in the South he considers to be ex- bers’ salesmen of this 


plier made. Size, 


tremly bright. Florida, he describes 
6% inches. AO tie: 


country consider The 





as a state of dazzling promise, while 
Texas is a sleeping giant which is JOBBER’s SALESMAN the 
“ 19) PD: d ye 5 
Red Devil” Display Boards keep enles an about to awake. Within the next five 
profits up and sales costs down. Send 


for the “Red Devil” Display Board Book. or 10 years it is his belief that there best buy they ever made 
will be at least six and probably 12 for $1.00. Think of 12 


southern cities in the half million 


Smith & Hemenway Co, Inc. 








class. In the same length of time he issues full of live, inter- 
Rages. 68 ae ae ee predicts that the “live wire’ of the 4 —— or 
266 Broadway New York, N.Y- }) electrical trade will double or treble esting sales Helps for one 
their on. By: little iron man! Subscribe 
Walker Leaves Interstate today and recommend 
Scott Walker, who was formerly of THE JOBBER’s SALESMAN 
| the Varney Electric Co., of Indian- : 
| apolis, Ind., has resigned his position | to your friends. 


with the Interstate Electric Co., of 
| New Orleans, and_ returned to | 











Indianapolis. 
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RIGHT: Here’s how the city 
of Tulsa looked 24 years ago 
— just a typical western village 
of little apparent promise. 
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BELOW: Tulsa today—a thri- 
ving, vigorous city with modern 
accomplishments and conve- 
niences — and you see Ilg Fans 
everywhere. 








Tulsa Grows Up with the 
ILG VENTILATING FAN 


NLY 24 YEARS AGO, Tulsa, Oklahoma, was an 

obscure western village — just a typical trading 
post in the days of 1900. Then came the discovery of 
oil — development — prosperity, and the call of the 
Spirit of Progress. 


Today, Tulsa is a city of 73,000 people — the busi- 
ness center of America’s oil industry; and many office 
buildings, schools, hotels, restaurants and industrial plants 
mark the installation of one or more ILG Ventilating Fans. 


In Tulsa it was the Dodge ElectricCompany who were 
first to recognize the opportunity for building a highly 
profitable business with the ILG line. Today every 
dealer who has identified himself with ILG Ventilating 
Equipment shares the profits, prestige and good will 
which are the ultimate reward of selling quality products. 


Persistent judicious advertising has made the ILG 
Ventilating Fan nationally famous, and superior merit and 
performance have permanently established its leadership. 
The ILG is the only ventilating fan made with a fully en- 
closed self-cooled motor — made, tested, sold and guaran- 
teed as a complete unit — and it’s painted green. 


Send for a copy of the I/gman— our Dealers 
and Jobbers Salesmen’s newspaper. It con- 
tains a message of special interest for you. 


ILG ELECTE 


2854 NORTH CRAW 


EN 
»D AVE! 






/- 






SOME OF TULSA’S ILG FAN 


Hotel Tulsa 


K. C. Waffle Shops, 
No. 2, 3 and 4 


Mecca Cafe 


INSTALLATIONS 


Wonderland Theatre 
Quick Lunch 
Mid-Continent Building 
Dodge Electric Co. 


Al’s Cafe 
Waldorf Lunch The Bootery ‘ 
H. @ O. Bar Recreation Billiard 


Ike’s Chili Parlor 
Dodge © Bond 


Elite Cafe 


Criterion Billiard Parlor 
Eat Well Delicatessen 






Parlor 
Toasted Sandwich Shop 
New England Cafeteria 
Oklahoma Gas Co. 
Bishop Waffle Shop 
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Steel City Wiring Devices 
Are Easy To Sell — / 


Steel City Wiring 
Devices are easy to 
sell. That’s no se-| 
cret nor an exag- 
gerated statement. 
There’s abundant 
evidence to prove 
it. 


Steel City Wiring 
Devices meet with 
a ready sale be- 
cause they’re of the 
highest quality 
workmanship and 
A job 


completed with the 


materials. 


Steel City Line is 


certain to please 


the builder. 


When the consum- 
? er is satisfied, the 
contractor on the 
job is bound to he 
well paid for his 
work through im-| 
mediate _ financial 
return and by con- 
tinuous boosting by 
the — enthusiastic 


buyer. 


There’s profit for 
you in the sale of 
Steel City Wiring 


Devices. They’re 


easy to sell. The 
contractor knows 
them and sells 


them. Talk them to 
your trade. Cata- 
log No. 34-F will 





start you on the 
right road. Send 
for it. 

Steel City © Ghectr1e Co 





PITTSBURGH PENNSYLVANIA 











John J. Cooper 


(Continued from Page 21) 


has its Rocky Mountain Committee 
on Public Utility Information. It 
was organized about three years ago, 
among the principal central station 
men, and he has been an active mem- 
ber since its inception. He is also a 
member of the heating device com- 
mittee of the Electrical Supply Job- 
bers’ Association and always attends 
one and usually both of the National 
Meetings of that Association. 

Mr. Cooper’s wife was Neta Maude 
Black, of San Francisco, Calif., a 
lady of unusual charm and personal 
beauty. They are always together 
when he is away from his business. 
He is very fond of trout fishing and 
once a year takes his real vacation 
over on the Gunnison River. Mrs. 
Cooper accompanies him on these and 
other expeditions and is as intensely 
in love with the‘ great outdoors as 
he is. 

They belong to the Mt. Vernon 
Country Club, about 19 miles from 
Denver up among the pines. Here 
they are planning to build a lodge 
this summer on a commanding build- 
ing site already acquired, in what is 
a little community of club members. 
It is within easy driving distance of 
the office, reached by a fine canyon 
road and in the midst of wild scenery 
beautiful beyond comparison. They 
will make this mountain lodge their 
summer home. 

Equipped by nature with facilities 
for entertainment of unusual interest 
to outsiders, a characteristic of these 
people of Denver is their unbounded 
hospitality. An Eastern man relates 
that at one time he called at the 
Mountain Electric office quite in- 
formally on some matters of business. 
When it was concluded Mr. Cooper 
asked him in the most offhand way if 
he could take a little time to go fish- 
ing. Not dreaming of anything un- 
usual the man consented. But what he 
had assumed to be an ordinary short 
trip turned out to be an expedition, 
up into the wilds, in a country of un- 
paralleled beauty, where the trout 
fishing was of the kind that Isaac 
Walton would have enjoyed. With- 
out ceremony and without apparent 
effort on the part of the host, this 
man was given what, as he afterwards 
expressed it, was “the time of his 
life.” 

Mr. Cooper has worked hard} thor- 
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What do you work for? 


Concentrate On 


® Panelboards 


Practically any order taker can get 
orders for electrical staples, but the 
real jobber’s salesman who concen- 
trates on the wider profit-margin 
material, like @ Panelboards, 
makes far more money for himself 
and his house. 


You can sell more @ Panelboards 
easily if you will learn more about 
them and follow the methods 
@ Panelboards have 


are widely 


others use. 
real selling points, 
known and low in price. To know 
them is to sell them. 


Write in if you need .infor- 
mation and want to be one 
of the money-getting job- 
ber’s salesmen. We will be 
glad to answer your ques- 
tions. 


Frank Adam 


ELECTRIC COMPANY 
ST. LOUIS 


District Offices: 
Detroit, New York, Dallas, Minneapolis, 
Kansas City, Cincinnati, Indianapolis, 
New Orleans, Chicago, Denver, San 
Francisco, Los Angeles, Seattle, Phila- 
delphia, Pittsburgh. 





Triumph Type R is made of standardized units, under 
standardized manufacturing practice. Immense econ- 
omies are effected in this way, to the benefit of the con- 
sumer. The Triumph Panelboard is absolutely safe; can 
be placed anywhere in the house, and therefore at the 
logical center of distribution; is ready for wiring, and 1s 
stocked complete in a package, for quick delivery. 


@ OOD OG BOOB OG GOGO 
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ALPHADUCT’S 
packing is a service 
added to the Standard 
of ALPHADUCT 
Quality. 


CANVAS. Inner lining—glue sized hard finished Ni, 
HARD FIBRE CORD. The Helix—gives rib- 


COTTON YARN. Outer jacket—braided cotton 


Made the same way in 12 sizes from 7/32nd inch 
to 2% inch in diameter. la 


“Inside information” on 
Alphaduct Construction 


A magnified view of a cut-away 


ALPHADUCT is so constructed to 
give the best possible protection 
against moisture, fire, and abrasion 
to the insulation on electric wires 


The description explains the com- 
position and purpose of each layer. 


COMPANY 








canvas, the inner surface lubricated with soap- 
stone for easy fishing. 


SPHALT COMPOUND. Binds the canvas to 
the fibre cord. 









like circumferential rigidity with longitudinal 
flexibility (like a coiled spring). 


SPHALT COMPOUND. For protection against 
moisture. 







yarn protects against abrasion and wear. 


SPHALT COMPOUND. Finish—fire resisting 
and additional moisture protection. 

















All 7/32 inch ALPHADUCT sup- 
plied in the ‘4 in 1” carton, five 
Standard Shipping cartons—four in- 
side of one. The inner cartons each 
contain one standard coil. 










Other sizes up to one inch 
individual cartons of one coil each. 


ADUCT 










JERSEY CITY, NEW JERSEY 
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The Easiest Thing In the 
World To Sell 
Because It’s Made Right! 


Among the first rectifiers to be made for battery charging was the 
“Sterling,” yet the present type is so vast an improvement over the 
product of pioneer days that one marvels at the inprorrEnnt. 


Some rectifiers are still rectifiers ‘ ‘good enough for the past,” but not 
for the present. The Sterling is up-to-date. It is made for the newly 
adopted 5-amp. max. charging rate. Can’t overcharge. Almost total 
absence of sparking. No freezing nor sticking. It is known as 

“The Battery Charger Without A Weakness.” List Price... $16.00 


THE STERLING MFG. COMPANY 
2853 Prospect Ave., Cleveland, Ohio 

























































Many Turnovers-Big Profits 


with THE KRUSE 


The Kruse Switchbox and Lath Support is a package product that 
more than 300 jobbers are reordering with regularity. 


The Kruse comes packed in 1614 inch lengths of soft metal and is 
easily snipped for fitting. Lath ends enter holder easily without 
whittling. Short pieces can be used without waste. They save 
hours of time, both yours and your contractors. 


It keeps moving from your shelves—big turnovers, regularly— 
profits big and steady. Sales over 1,200,000 in 1923. 


Data on the line on request. 


Mid-West Metal Products Company 


Muncie Indiana 














oughly and conscientiously, and has 
always enjoyed his work. He fre- 
quently remarks that ‘work is the 
greatest blessing of mankind.” The 
reward has been a sound and pros 
perous business and the love and re- 
spect of those with whom he has 
dealings. His home life is most 
happy and he lives in a country that 
he thinks is the best in the world, 
where he does not have to apologize 
for the weather or run down the other 
fellow’s climate. When approached 
on the matter of this biography he 
said: “What can you say about me? 
I have had a very uneventful career.” 
Perhaps there have been no Teapot 
Domes or untoward events in his 


| career, but we are inclined to think 


that “he should worry.” 





og on 


Hardluck Sam 


(Continued from Page 22 


April first. By the time the U. S. 
caught up with Clancy three days 
more was gone. And say, the answer 
I got by wire should have been put 
on asbestos paper. He wanted to 
know where in the depths of black 
perdition was the controllers, he says 
he wired me at the La Salle, Chi- 
cago, to ship them and that if I would 


| stay around the hotel at night instead 


of joy riding I would of got his mes- 
sage. He tells where to ship and says 
I’ve got four days to get the junk to 
Tulsa, 

Of course I then wired the order 
to Chi with all the rush in the world 
on it, 

Barring accidents I was still in the 
clear and once more I figured I had 
escaped the well-known gallows. 

Phil, there’s people that was born 
to stir up a lot of h—— and then 
after you've broke your back and 
stayed awake to get them fixed up. 
they lay down on you like a tired 
mule and you've got another mess of 
stuff for the inventory hounds to razz 
you about. 

What in blazes do you think was 
the latest sweet essence of Western 
Union I got from Clancy, after the 
controllers was somewhere around 
Kansas City? Here it is: “Cancel 
order for sinusoidal controllers. Will 
use medical coils. Clancy.’ The big 


| BUM! 


Yours for direct current, 
SAM. 
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Lopes and his 
Or- 


Vincent 
Hotel Pennsylvania 
< testra. 


‘From one 
who knows 




























Se tea LOPEZ praises and endorses 
) the rich, clear, natural quality of Music 
Master reproduction. As leader of the Ho- 


tel Pennsylvania Orchestra, heard over the 
3 radio by untold thousands, his opinion car- 
: ries great weight. 
1 Take a copy of the April 12th Saturday 
Evening Post with you when you call on 
the trade, and show the full page Music 
: Master advertisement signed by Vincent 
2 Lopez. 


) You know how valuable national adver 
tising is aS a sales argument. Here is an 
ad that is also a testimonial by a famous 
r musician. Use it to get orders. 


Increase your business by playing up Mu- 
sic Master as your leader. It is the fastest 
selling item in radio. 

z Vay | say a few words reyarding the merits 

| j ‘ of the Music Master, which to my way of think 

| , sic aster Or oration ing ts superlative in its field. For clearness of 
f tone it exceeds any loud speaker which has been 

hrought to my attention, and being directly in- 

terested in radio work ] conside our pr duct 

1 Makers and Distributors of High-Grade Radio Apparatus a big achievement and a valuable asset to the 

b radio world. 
Walter L. Eckhardt, President, S. W. cor. 10th & sisi 
1 Cherry Sts., Philadelphia; 1005 Liberty Ave., Pittsburgh 


(Formerly General Radio Corporation) 


ini = ; , . P 
Please accept my heartiest congratulations 


Sincerely vours, 





| 7 RADIO REPRODUCER 


- ee Pte ; am: ca Se ; ke : 14-inch Model for the $3 
“MUSIC MASTER” on radio apparatus means it is Distributors for Radio Corporation Home 

thoroughly tested and guaranteed. Get details on full of America, OKEH Records and toh Mies Cab 

line. Sold through jobbers and dealers everywhere. GOLD SEAL Record-Repeaters. c $35 


Concerts and Dancing 
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Edited by “SE-AR-DE” himself 








JOBBER SALESMEN! Here Are 
Two New SE-AR-DE Products That 
Will Build Sales for You and Your 


Dealers. 





The radio frequency Air Coil Transformer 
was designed to be used in most any type 
of tuned radio frequency. They are mounted 
on our No. 111, 11 plate variable condenser 
(.00025MF Cap.). 

These units, when properly assembled, will 
prove very efficient and cover a wave length 
of 230 to 580 meters. 

The compensating condenser furnished 
was designed particularly for use with ccils 
and the capacity can be thrown to either 
side of the circuit as desired. 

These units make ideal tuning elements 
for several of the “dyne” type of sets. 

Three of these units and two neutralizing 
condensers are packed in a substantial dis- 
play box. 


It is a very easy matter to build some- 
thing that looks like a transformer, but it 
takes brains and experience to build one like 
our No. 132. 


Large? Yes, but if you could only hear 
it work you would forget the size. 


We have produced a transformer which 
is about 30% louder than some well known 
makes, and talk about an amplification 
curve, well just ask us for a copy and you 
will find it belies its name. 


The transformer is 4 to 1 ratio and is 
built in first-class shape. 

Salesmen, place one each of these trans- 
formers in your sample case and show to 
your dealers on your next trip. They will 
make sales for you with your hard pros- 
pects. 











N 
\ 














Audio Frequency Transformer 
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R. MITCHELL CO. 
255 Atlantic Ave. 


For 47 years Manufacturers of Scientific and other equipment 


Look for trade mark on every piece 


Boston, Mass. 
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Clinch Your Commercial Lighting Sales 
with the MOE-BRIDGES FOCALITE ! 


MOE*BRIDGES COMPANY 








Note the set screw externally operated 
which permits adjusting the fixture stem, 
bringing the filament center of the lamp 
to the exact iocal center of the unit. 


4 








Jobb ers! J Our new FOCALITE—one item alone—has 

increased to a point where we have had to enlarge 
our floor space nearly 5 times for this department. Are you one of the 
live ones—are you getting your share of this business? 


Focalite is easy to sell because it represents the very latest de- 
velopment in the Commercial Lighting field. It’s pleasant to sell because 
it’s a good product and nets a good profit on every sale. 


There’s a big talking point in the externally adjusted lamp 
focusing feature—it insures maximum lighting efficiency—it is easily 
operated— it takes any type of lamp—fits any size or shape of unit. 


Focalite comes in two standard finishes—Statuary Bronze 
and Brush Brass. Each one is packed in its own neat, compact carton. 


Write NOW for full details and prices 
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ACE Dry Cells 

ACE Hot Spark Batteries 

ACE Fiashlights and Flashlight Batteries 

ACE Wireless Batteries. ACE Carbon Brushes 

ACE Welding Carbors. VICTOR Telephone Cells 

DICKEY Projector Carbons 

Complete line of Carbon Specialties of the 
highest quality 


i SSS af 
S = .. 4 
a: ’ es 


Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 
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Problems of the Sales 
Manager 
(Continued from Page 13) 
of both themselves and the house. 


Sales Meetings, Conferences and 
Schools 

A general sales meeting is held 

twice a year, the talks and discussions 


covering everything pertaining to more | 
A feature of 


and better business. 
these meetings is a special salesmen’s 
session, for which an entire day is 
set apart. No officer of the company, 
sales manager or department head at- 
tends this session, which is an op- 
portunity for the men to compare 
notes, discuss problems and obstacles 
and make suggestions. They are not 
only invited, but urged to take off the 
gloves and speak freely on all sub- 
jects coming up. One of the men 
presides over the session as chairman. 
Constructive criticism is expected and 
all suggestions are read later in a 
general session, with a definite answer 
as to their value, work-ability and 
adoption. 

One of the most successful general 
meetings was held in the open air 
last year, proving so successful that 
the men have requested a repetition of 








it this summer. A_ schedule was | 


maintained and good order prevailed, 
but the relaxation possible, instead 
of slowing up the meetings, acted as 
a stimulant. Monthly meetings of the 
inside sales force are also held, cov- 
ering the entire business. 


Stop Thief 


(Continued from Page 14) 





switches, handles, ete. These are | 
kept with the articles to which they | 
belong and do away with the con- | 


stant ordering of picayunish items, 
at the same time removing part of 
the temptation. Of course there will 
always be a slip and an alibi here and 
there, but by making it a matter of 
pride with the men, they will guard 
their section jealously, which results 
in all the stock being kept in salable 
condition.” 





Killoch Expands 


The David Killoch Co. of New 
York City, has just taken two new 
stores in the Dodge building at 143 
West Broadway. These will be 


equipped in an up-to-date manner to 
care for expanding business. Several 
new salesmen have also been added. 











When Your Dealer Asks 


about the 


EVEN-HEAT-LINE 
What Will You Tell Him? 


SELLS ON 


MERIT 





STAYS 
SOLD 


No. 500, 660 Watts 
Investigate Now! 


EVEN-HEAT-ELECTRIC CO. 


2431 Canton Ave. 


Detroit, U.S. A. 


A Good Name Is Worth Something 




































waa the Name JEFFERSON 


ae Lamp 





Before 10.000.000 People/ 


On the night of Friday, March 7th, the Radio Corporation 
connected its five great stations and broadcasted and re- 
broadcasted the banquet of the Technology Club of New 
York, held in the grand ball room of the Waldorf-Astoria 
Hotel. 


The greatest flight of imagination expressed by any of the 
speakers could not conceive an audience greater than one 
million “listeners” to this profound experiment of modern 
science. 
Amazing and spectacular as this may seem, it is eclipsed 
by the astounding fact that, on the first Thursday, Friday, 
and Saturday of each and every month the message of 
The Jefferson Lamp is broadcasted to probably more than 
ten millions of people, through the medium of the printed 
word—national advertising. 
Can your lamp department afford not to cooperate in filling 

Spero eater J 

if you ave mterested. 
THE sare he — 
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MANUFACTURERS 


NEWS 






























Valentine Prize Contest Awards 


There were nearly 2,600 electrical 
retailers entering the Valentine con- 
test of the Benjamin Electric Mfg. 


Co. A greater number of photo- 
graphs were sent in than was the case 
with either the Hallowe’en or 


Thanksgiving contest. 
The idea of featuring an electrical 
Valentine aroused the im- 


agination of the dealer 
as was demonstrated by 
the 


which 


ingenious 
the 
material 


ways in 
window trim- 
ming supplied 
by the company was util- 
ized. That the idea of an 


electrical Valentine was 
also very popular with 
the man on the street was 
demonstrated by the in- 


creases in sales of appli- 





ances and two-way plugs 
during the week the dis- 
play was in evidence, 
which was February 11 
to 16. Reports of 200 
and 300 per cent 
creases in sales were not uncommon. 

The photographs of the windows 
were judged entirely their 
merits from the points of view of 
originality, artistic appearance and 
sales inspiring value. It is significant 
that after the selections were made 
upon this basis, among all of the 
entries submitted those in the prize 
money attested the greatest increases 


in sales. 


in- 


upon 





Dealers’ prizes were awarded as 


follows: 
First ($100), Interstate Public 
Service Co., Connersville, Ind., 


Harry E. Tobey, manager. 

Second ($75), Electric Construc- 
tion Co., Little Rock, Ark., Paul F. 
Denson, decorator. 

Third ($50), Public Service Co. 





Window Which Took First Prize in Vanentine Contest. 


of Colorado, Denver, Colo., A. B. 
Spencer, decorator. 

Fourth ($25), Scott, Lyman & 
Stack, Sacramento, Cal., L. MeGin- 


nis. 








Second, Third and 
Fourth Prize Win- 
ners, From Left to 


Right. 





Fifth ($10), Robert Berndt Elec- 
tric Shop, Huron, S. D. 

Sixth ($10), City Light & Power 
Co., Amarillo, Tex., Eugene T. Mce- 
Spadden. 

Seventh ($10), Consumers Electric 
Light & Power Co., New Orleans, 
La., Ernest C. Hunt. 

Eighth ($10), City Electric Co.. 

ae vetted Ore. C. P. 
Scott. 

Ninth ($10), A. W. 
Parsons, Portland, Ore. 

Tenth ($10), Knecht, 
Feeney Electric Co., Mt. 
Vernon, Ohio, Miss E. M. 
Zine, decorator. 

Eleventh ($10), Mill- 
er Electric Co., Kalis 
pell, Mont., Miss Esther 














Haugen. 
Twelfth ($10), The 
Electric Service Co., 


Dodge City, Kan., Louise 
Wolfe. 

Thirteenth ($10),Cope 
Electric Co., Santa Ana, 
Cal., J. E. Cope. 

Thirteenth ($10), Cope Electric 
Co., Santa Ana, Cal., J. E. Cope. 

Fourteenth ($10), New Bedford 
Gas & Electric Light Co., New Bed- 
ford, Mass. 

The jobbers’ salesmen tied in most 
effectively as they did in the previous 
contests, sending in lists of their 
dealers as entrants in the contest, and 
following up these entries with a 
goodly proportion of the photo- 
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The first 
money goes to the Hawaiian terri- 
ory, the jobber’s salesman there not 
only sending in the entry of every 
electrical dealer in the territory, but 
making good on 100 per cent in the 
way of photographs submitted. 


eraphs actually submitted. 


The prize winners among the job- 
bers’ salesmen are as follows: 

First ($50), James W. Smith, 
Hawaiian Electric Co., Ltd., Hono- 
lulu, H. I. 

Second ($85), R. E. Dryer, West- 
ern Electric Co., San Francisco, Cal. 

Third ($25), A. M. Benedict, Wet- 
more-Savage Co., Springfield, Mass. 


Fourth ($15), Noble McCallum, 
Western Electric Co., Hutchinson, 
Kan. 

x * x 


“Wallie” Fleming Returns to 
Chicago with ‘‘Wahle”’ 

Wallace L. 
cepted the position of Chicago repre- 
sentative of the Albert Wahle Co., 
224 Fifth avenue, New York City, 
manufacturers of residential lighting 
fixtures. He had recently been with 
the Western Electric Co. in the East. 


Fleming has just ac- 


Before going with Western Elec- 
tric, Mr. Fleming was _ connected 
with the Standard Electric Sales Co. 
of Chicago, manufacturers’ agents, 
as president of the company. His 
knowledge of the principles of mer- 
chandising, gained 
years’ experience in selling electrical 


through many 


heating appliances will qualify him 
admirably to fill the position of re- 


sponsibility he has just accepted, 





Wallace L. Fleming. 





particularly so as the Wahle line is 
distributed through electrical jobbing 
channels. 

* 


* * 


| 


Approaching the Ultimate in| 


Radio 


There is considerable discussion con- 
cerning the Radio Corporation’s new 
super-heterodyne receivers, namely 
the “Radiola Super-heterodyne” and 
the “Radiola Super-VIII” using the 
same circuit but different box and cab- 
inet E. E. Bucher, 
manager of the sales department, sends 


the following statements concerning 


arrangements. 


the new set based upon 11 demands | 


which any buyer is entitled to make, | 


with answers showing how the new 
set fulfills these demands. 


It may be said in a preliminary way, | 


that the term 


means that the new set does not de- 


““super-heterodyne”’ 


pend alone on radio frequency amplifi- | 


cation, nor yet on audio frequency 
amplification alone, nor on regenera- 
tion, nor even on a combination of 
these powerful methods of increasing 
the signal strength. 
quired in the way of stable and selec- 
tive amplification than these two pre- 


More was re- 


viously used methods of amplification 
could alone yield. It became neces- 
sary to have third and 
quency at which to amplify, namely; 


a new fre- 
the so-called “intermediate frequency,” 
which is considerably higher than the 
audio frequency and much lower than 
the radio frequency. The combined 
use of these three frequencies gives 
an over-all amplification of great mag- 
nitude. 

Demand 1: ‘To install my new re- 
ceiver, I want only to carry it into 
the house and stand it on the table or 
floor. I do not want to put up any 
aerial wires or ground wires or any 
wires at all.” 

Answer 1: Naturally a_ receiver 
which is so sensitive that it can hear 
across the continent on its own self- 
contained loop under good conditions 
needs no antenna or ground. 

Demand 2: “To receive my first 
concert, I want to turn a knob or two 


so that an index dial points to the 


name of the station I desire, and then 


press a button and hear the music.” 

Answer 2: Since there is no vari- 
able antenna to take account of, but 
only a permanent and constant self- 
contained loop, it is possible to mark 
on dials provided for this purpose the 


setting corresponding to the stations 














AND 


“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 





Continued 
Business 
Insurance 


The policy of this company has always 
| been to manufacture the finest weather- 
| proof and bare copper wire and cables 
and magnet wire. This policy gives a 
|continued business assurance and _ in- 
|surance to the jobber and the jobber’s 
salesman. 

Year in and year out our quality 
|wire keeps working on the line doing 
its designated duty. At the same time 
it is building good will for the wise 
salesman who sold it and is earning 
profits for everyone. 

You can better appreciate these facts 
if you carry a sample of each and talk 
them every chance you get. 

May we send a foot of each for your 
selling use? 


American Insulated 


Wire & Cable Co. 


| CHICAGO 





















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAi 
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New Electrical Products, Illustrated 

















































A new electric washing machine, 
recently developed by the Double 
Service Washing Machine Co., 
Brooklyn, N. Y., is unique in that 
it combines in one machine a 
clothes washer, a dish washer and 
drier, and a kitchen table. A fea- 
ture of the machine is that the 
clothes need not be removed from 
the washer for either rinsing or 
blueing, tius doing away with the 
necessity for a stationary wasi- 
tub beside the machine. The 
wringer, which is fastened on top 
of the machine, is power operated 
and has a release that can be con- 
trolled from either side. The rolls 
are so designed that they will not 
crush buttons that come between 
them. For washing dishes in the 
machine, a removable tank and 
needle spray are provided. This 
tank, containing wire racks for 
holding the dishes, is placed in the 
washing compartment. The nozzle 
projects up above the dishes and 
thoroughly cleanses them with a 
fine spray of water under pressure 
from a motor driven pump. This 
spraying device can be easily dis- 
mantled and cleaned when neces- 
sary. A special feature of the dish- 
washer is an air space which is 
provided between the dish tank 
and the clothes tank to aid in keep- 
ing the water hot for a longer time. 
The power for the mechanical 
operation of this novel machine is 
supplied by 1% hp. Westinghouse 
motors which drive the operating 
parts. All the mechanism is en- 
closed and cannot be tampered 
with. The movements are con- 
trolled by the turn of a conven- 
iently located switch. 





























To provide a convenient out- 
let in kitchens where the only 
electrical connection is through 
a single ceiling fixture, the F. 
W. Wakefield Brass Co., Ver- 
milion, Ohio, has developed the 
simple combination “Red Spot” 
kitchen unit. The convenience 
outlet consists of a short chan- 
nel or trough leading from the 
fixture canopy close to the ceil- 
ing and carrying an ordinary 
drop cord connected in ac- 
cordance with Underwriters’ 
rules. The trough is of proper 
length to give clearance on 
glassware up to 14 in. diameter, 
and due to the structure and 
method of hanging this particu- 
lar type of “Red Spot” fixture, 
the attachment is very rugged 
and will withstand hard usage. 

















Some of the features of the “Ro- 
tarex” electric vacuum cleaner re- 
cently placed on the market by the 
Apex Electrical Distributing Co., 
Cleveland, Ohio, are: It is simple 
in construction; easy to operate; 
can be changed in one second from 
a cleaner of carpets and rugs to a 
cleaner of draperies, upholstery or 
any other dust collecting object or 
surface; has no wheels, springs or 
adjustments to get out of order; has 
no switch; it is equipped with au- 
tomatically fed bronze bearings of 
special design and composition; the 
bag is concealed and protected and 
the body of the cleaner is of heavy 
sheet aluminum. 





SERVICE 


ELBOW 





The “Gee-Vee” service elbow man- 
ufactured by the Gillette-Vibber 
Co., 34 Maple avenue, New London, 
Conn., allows the conduit to lay 
close to the surface. It also allows 
a straight pull for drawing in wires 
in both cenduits. The cover is 
weatherproof without the use of a 
gasket. It is made of aluminum to 
eliminate breakage, for lightness and 
ease in manipulation and to provide 
a fitting that will not corrode. 
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New Electrical Products, Illustrated 








Cleaning and lapping valves is done very 
effectively by the “Double-Action” valve 
lapper made by the A. H. Petersen Mfg. 
Co., Milwaukee, Wis. The series of pic- 
tures shows the various steps in the opera- 
tion of the tool, being the proceedure of a 
garage man in selling a valve lapping job 
to a car owner who kicks at the price of 
a complete overhaul. (1) Car owner 
drives in and is sold on the idea of having 
the valves lapped. (2) Remove head. 
Clean carbon off piston and block with 
Y, in. Petersen hole shooter and wire brush 
attachment. Remove valves, placing each 
in its place on numbered rack. (3) The 
“Double-Action” lapper moves valve back 
and forth during operation, automatically. 
This is the correct principle—oscillating 
and revolving action. (4) Testing valve 
seats. Make pencil marks on valve face 4 
in. apart. Put valve in place. Move back 
and forth. If'all marks show contact, job 
is perfect. (5) Owner gets his car the same 
day. 











A new design, No. 8011 of cast 
metal, produced by the Frankelite 
Co., 5016 Woodland avenue, Cleve- 
land, Ohio. Similar fixtures, in 3 
and 5 light ceiling and drop-ball 
types are included in this line. They 
are beautifully finished in  poly- 
chrome and decorated with amber 
glass pendants. 





A reflecting unit designed for the 
lighting of display windows, sales- 
rooms, automobile exhibits and gen- 
eral display lighting has been de- 
veloped by the Wheeler Reflector 
Co., 275 Congress street, Boston, 
Mass. The “Isolux” portable stand 
consists of the “Isolux” reflector, 
made of heavy porcelain enameled 
steel, drawn in one piece and a 
strong adjustable stand with cast 
iron base. By adjustment the “Iso- 
lux’ can be positioned to throw 
the light over’ a large area and 
illuminate the display generally, or 
it may be concentrated to bring 
into prominence any special feature 
desired. The fixture is easily wired 
and conveniently and economically 
meets every requirement of display 
lighting. 

















The announcement has _ just 
been made by the Michigan Stove 
Co. of Detroit, Mich., makers of 
the Garland line of cooking and 
heating appliances, that it has 
started production of a new elec- 
tric range which for ruggedness 
and quick action is revolutionary 
in the science of electric cooking. 
The manufacturer states that it 
is a distinct departure in design 
and construction from any other 
electric range built. The distin- 
guishing feature of this new range 
is the entirely new type of cook- 
ing elements which are so fast 
that they become red hot almost 
instantly, and which cannot be 
shorted or burned out by coming 
in contact with metal or water. 
The oven is constructed along 
unique lines, lined with “Monel” 
metal which will not warp or 
rust. 




















































THE JOBBER’S fA SAL ESMAN 














The PROJECTION 


on the top piece— 
one of the 5 reasons why 


ull Dos 


REGISTERED 


Assembled Split Knobs 


are better 





The top piece of a split knob gets 
most of the abuse because it is di- 
rectly under the hammer when the 
knob is being nailed into place. On 

ordinary split knobs the top piece M 
is recessed which weakens it. 

The projection on BULL-DOG 
Split Knobs is on the top piece, 
thereby strength- 
ening the knob at -# ’ 
the point of great- 
est strain. 















Like Its 
Namesake 














ANYLITE PRODUCTS 


Real Profit Getters and the 
Choice of Careful Buyers 


A A 
BIG PROFIT 
BUY GETTER 





ANYLITE RP-1 


2, actual size 


This new RP-1| plug doubles the duty of any single convenience 
outlet. It receives either tandem or parallel blade attachment 
caps. 


The plug fits close to the wall and presents a neat appearance. 
It is unaffected by heat, moisture or blows, and cannot cause 
short-circuits or other trouble. 


The widespread need for this plug insures big sales. Place your 
orders early and sell this new item to your customers. 


ANYLITE ELECTRIC CoO. 
FORT WAYNE, IND. 














| receiver which is non-radiating. 








































desired for every listener no matt 
where he is located; and after this ji 
done, getting a station means merel) 
setting the two “Station Selector 
pointers to the desired station, pullin; 
out a button and listening. 

Demand 3: “If I am near a power 
ful broadcasting station, I do not wan 
to hear it or even know it exists whe: 
I want to hear a distant station in 
stead.” 

Answer 3: The loop circuit of thes: 
receivers, is a tuned circuit at radi 
frequency. It is adjusted by the lis 
tener. At three different points in the 
receiver are circuits sharply tuned to 
the intermediate frequency but not ad 
justed by the listener. They are set 
once and for all at the factory, and to 





| make full use of them, all that the lis 
tener needs do is to tune the oscillat 
ing detector tube 2 so that it will pro 
duce the proper intermediate fre 
quency from the incoming waves. 


Demand 4: “TI also want to hear 
the nearby station without effort or 
trouble ; but in addition I want to hear 
stations more than half way across the 
continent frequently, and now and then 
I expect to hear from Coast to Coast.” 

Answer 4: The super-heterodyne 
Radiolas have six tubes, which actu 
ally do the work of eight or nine tubes 


in the older experimental super-hetero 
dyne sets. Those who have been ac 
customed to what a high-grade four 
tube or five-tube receiver can do should 
have some idea of what a perfectly de 
| signed set equivalent to eight or nine 
tubes will do in the way of distant 


reception. Loud speaker operation in 
| wintertime on a loop from stations 
| more than a thousand miles away, even 
_in unfavorable city locations, is com 
monplace with such a receiver. 
Demand 5: “Naturally I do not 
_ want to bother my neighbor when I 
am receiving a concert. I want a non- 
radiating “Golden Rule’ receiver which 
does not produce any squeals or other 
| unpleasant noises in his receiver.” 


Answer 5: The regenoflex feature 
of these receivers, by its use of a spe- 
cial muffler tube circuit, eliminates 
any radiation from the set. Since the 
ordinary super-heterodyne receiving 
set is often a real menace to the neigh- 
borhood in the way of producing out- 
rageously loud squeals in other people's 
receivers, it will be appreciated what 
a great improvement in design has 
been obtained in the new regenoflex 
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Surface Type 


Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravit y—Cat. No. 374 








Annunciators 








When requirements call 
for a good Annunciator 
at a low price you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator. 
First class construction 
throughout and excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 








eA 





Type 
Surface Wood—Lamp 
14-inch Units 

Cat. 


Surface Lamp 


Surface Type 
Wood—Elec, Reset—Cat No. 25-R 
Metal—Elec. Reset—Cat. No. 25-RM 


No. 457 


and 














DeVeau Circle Push 


Removable Weighted Felt-Covere 
Base—Desk Type 
Cat. No. 4-C 


Push 


Buttons 

















The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 
markings and finishes. 





Surface Type 


Wood—Golden Oak 
Cat. No. 372 


Gravity 








When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred = general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1. up. 
Special markings on or- 
der. 








Midget Push 


Cat. No. 5-A 





DeVeau Directory Push 





temovab'e Weighted Felt-Cov- 
ered Base—Surface Wall 
Elevator Push or Desk Type 
Cat. No. 112 Cat. No. 1-A 


Write for DeVeau 
Bulletin No. 117 














MANUFACTURED BY 


The DEVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you need it. 

A postal card or phone 
message will bring it 
Get in touch with us to- 
day. 





STANLEY & PATTERSON 


INCORPORATED 
GENERAL OFFICES AND FACTORY 


250 West St., New York, U. S. A. 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 
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Shelton’s Popularity 
Produces Sales! 


Few other lines 
are gaining 
rapidly in popu- 
larity and in ac- 
tual sales volume 
as the Shelton 
Violet Ray. Doc- 
tors, par- 
many 


so 








beauty 
lors and 
others are work- 
ing for you and 
your dealers by 
recommending the 
violet ray. News- 
papers are popu- 
larizi ng st’ by 
telling of its 
beauty powers in 
their beauty 
umns. 


col- 


There’s no serv- 
icing expense on 
the Shelton. Shel- 
tons are all of the 
most advanced 
types and possess 
the greatest num- 
ber of actual sales 
points that are de- 
manded by the 
discriminating 
buyer. All parts 
are of the highest 
grade materials. 


Our special job- 
ber proposition 
makes this the 
most profitable of 
all electrical 
cialties. 


spe- 


Get this propo- 
sition and our new 
catalog at once. 
There’s no obliga- 
tion and it will 
show you how to 
get these potential 
big profits. 


SHELTON 


ELECTRIC COMPANY 


NEW YORK CHICAGO 








Demand 6: “I want to be able to 
take my receiver upstairs or down, or 
to my home or hotel in the country, 
and then to have it work just as well 
there as at home.” 

Answer 6: It is obvious that a re- 
ceiver that carries its own loop with- 
in it is a portable article and that its 


adjustments and settings are the same | 
everywhere thus making it entirely | 


portable. 


Demand 7: ‘I want the receiver to 


be constructed that there are no wires | 


to break off or become damaged.” 

Answer 7: A real novelty in re- 
ceiver construction has been adopted in 
the super-heterodyne Radiolas. The 
entire circuit parts, with the exception 
of two or three husky and larger ele- 
ments, are enclosed in a heavy metal 
box where they are carefully wired 
and definitely adjusted. The entire 
box is then closed by a firmly fastened 
metal cover, admitting only the tubes, 
and the box filled with a special wax. 

Demand 8: 
music of my concerts free alike from 


“T want to have the 


a tinny thin tone and a rumbling indis- 
tinct tone.” 

Answer 8: Loud speaker develop- 
ment has proceeded much further than 
the public and even most broadcast lis- 
As the result of really 
elaborate and extensive researches, it 


teners realize. 


has become possible to build very sen- 
sitive loud speakers which give satis- 


factorily even response to all notes | 


from the lowest in music to the high- 
est. In the. case of “Radiola Super- 
VIII” such a loud speaker has been 
included in the receiver cabinet. 

Demand 9: “The quality of the 
music or speech given by my ideal re- 
ceiver must be quite independent of 
any selectivity or other adjustment 
within the widest limits.” 

Answer 9: The quality on the one 
hand, and the signal strength and se- 
lectivity on the other hand, have no 
relation to each other so far as the re- 
ceiver is concerned; and indeed the se- 
lectivity is constant and always at its 
highest value regardless of the way in 
which the receiver is used. 

Demand 10: “I do not want stor- 
age batteries or battery charges or re- 
sistance and switches near my receiver 
or in my home.” 

Answer 10: Dry battery tubes are 
used throughout. By placing proper 
circuit arrangements in the set, a large 
output at excellent quality is obtained 
from tubes which require only a simple 





For 
“Super-Quality” 
Wiring 
WiREMOLO 
For 
Surface Wiring 





Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Ce. 
HARTFORD, CONN. 

















\ 
mnt 





TheStandardSafe 


Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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dry cell to be connected to labelled 
wires for operation. 

Demand 11: “And my receiver 
must be beautiful and an ornament to 
my home. The critical members of my 
family must not object to placing it in 
the best room where it should natur- 
ally fit.” 

Answer 11: The design of the new 
cabinets has been based on the form of 
the stage of a theatre, the upper por- 
tion of the proscenium arch with its 


hanging curtain being the opening of | 
the loud speaker, and the scene or | 


lower portion of the stage aperture 
being the carefully refined receiver 
panel. Mahogany in one or two tones 
has been used throughout, and the or- 
namentation and lines of receivers are 
such as to relate them definitely to the 


living room in the home. 
* * * 


Herwig in New Building 
Wm. D. Herwig, president of 


Herwig Art Shade & Lamp Co., Chi- |} 


cago, Ill., states that after April 1, 
they will be located in their new fac- 
tory at 1753-57 Sedgwick street, 
where they will have a floor space of 
10,000 sq. ft. 

The company has recently added 
some new styles of cylindrical lan- 
terns, with opalescent glass shades, to 
its line of cast metal outdoor lighting 
fixtures, making a most complete se- 
lection for the jobber to handle. 
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Introducing P. Richeson, advertising 
manager of the MHartman-Spring Co., 
Mansfield, Ohio, with his inevitable cigar. 
Mr. Richeson believes that capitalizing 
publicity means something more than just 
spelling it with a capital “P.” 
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Herwig Outdoor Lighting Fixtures are your best bet, 
both as a lighting fixture and a moneymaker. 

They sell easily and in big quantities. They’re best 
known to dealers and builders and those interested in 
the erection of apartment houses, residences, churches, 
institutions, industrial plants, garages and other 
buildings. 

Push the Herwig Line. You'll profit well. 
Distributors for the Macbeth-Evans line of commercial 
and outdoor illuminating glassware. 


Price and Delivery 
Herwig prices are right and we can fill your orders 
direct from our large stocks immediately upon re- 
ceipt of your order. 


Salesmen: Ask your sales manager to get our 4 
new sheets, printed on both sides, for your catalog. 
Also, catalog No. 12 will be sent upon request. 


Note Our New Address 
HERWIG ART SHADE & LAMP CO. 
_—_ 1753-57 Sedgwick St. <— 
Chicago Illinois 
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A Lamp Coloring That Will Not Fade! 


—and a profitable item to push! 


A quick-drying—non fading—brilliant lamp coloring for incandescent lamps. 
Comes in over-sized cans so that bulb can be dipped directly in can. 
Large assortment of colors. All coloring guaranteed. 


Mr. Sales Manager—Drop us a_ Iie. 
Mr. Jobber’s Salesman—See that he does it. 


Crown Coloring & Chemical Co. 
327 Columbus Ave., New York City 


Middle West Representative 
American Manufacturers’ Agency 
208 N. Wells St., Chicago, Ill. 
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These Time Saving Devices 
Are Money Makers 


This line is 
tractor and electrician, and a money-maker 
for the jobber. 

Knockouts are accurately cut and easily 
removable, being held only by the connect- 


ing neck. 


friction grip, 
gently 


the bar or hammer to increase the friction 
grip. 





Accurate workmanship in the Knockouts 
and the slidable grip are the means of 
saving much valuable time as compared to 
the use of other similar devices. 

Single loom plate is of standard design 
and superior workmanship. 








Independent Stamping Company 


Send for 
Jobber’s 
Proposi- 
tion and 
Prices. 


5938 CHENE STREET 


DETROIT 


MICHIGAN 


a time-saver for the con- 


Supporting bar is steel with 
three perforations at each end to attach to 
varying widths of joists, box is slideable 
thereon and is held by a patented adjustable 
it being only necessary to 
strike the center of bracket with 











HEMINGRAY 


STANDARD 
INSULATORS 


A «=—tiéF 











Low 


“2 


he 
&. AN 


Glass Insulators 


are best 


for 
and Medium 


Voltages, Because of 
their 
Efficiency, Low Cost 
and Uniformity. 


Durability, 


Correspondence 


Invited 
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Mr. Herwig also distributes the | 
| Macbeth-Evans line of commercial | 


and outdoor illuminating glassware. | 


* * * 


Smith & Hemenway— 
Irvington Merger 
By mutual agreement the business 
of the Irvington Manufacturing Co., 
a New Jersey corporation with offices 
_ and factories at Irvington, N. J., was 
| recently merged with that of the 
Smith & Hemenway Co., Inc., a New 
York corporation, with offices at 261 
Broadway. 


The Irvington company has long | 


manufactured the ‘Red Devil’ line 


_of pliers, and other light hardware 


exclusively for Smith & Hemenway, | 
and all the holdings of both com- | 


| panies have been owned and con- 
| trolled by the same persons, and were 


managed by the same board of di- 


_ rectors. The capital stock of the com- 
| bined 
_ Landon P. Smith remains the presi- 
| dent and J. F. Hemenway the secre- 
_ tary and treasurer of the consolidated 


corporations is $600,000.00. 


| companies. 


Herman Voges, Jr., for years presi- 


dent and general manager of the 


| Webster & Perks Tool Co., Spring- 


field, Ohio, and more lately in the 
drop forging business in Indianapolis, 
Ind., has associated himself with the 








“POWERLETS” 
CONDUIT FITTINGS 








Made in all types and sizes, 
neat in appearance, integral 
hubs, clean cut threads, per- 
fect alignment, and no break- 
age because all fittings subject 
to bending strains are made of 
malleable iron. 


Send for sample. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St. 
CHICAGO ILLINOIS 








company in the capacity of general / 


manager. 
charge of the production end of the 


Mr. Voges will have entire | 


business as well as supervision over | 


the personnel. 
* # 2s 


Downing Joins Wahle 


Organization 
J. V. Downing has been appointed 


New England representative for the 


Albert Wahle Co., 224 Fifth avenue, 
New York City, to succeed R. W. 


Gunther who has resigned. Mr. 


| Downing’s background of experience 


| as a jobber’s salesman for the Parr 


the 


Electric Co., of New York, and the 


Tri-City Electric Co. of Newark quali- | 
fies him admirably for his new duties | 
inasmuch as his work in the future will | 


be that of assisting the salesmen of 
Wahle company’s distributors. 


Combined with a knowledge of resi- | 


dential lighting gained while with the 


Lightolier Co., which connection he | 


has just severed, he has a thorough 


| understanding of the co-operation a 


jobber’s salesman desires. Before 


| going with the Parr Electric Co. and | 





the Tri-City Electric Co. Mr. Down- 
ing was with the General Electric Co. 





“CENTRAL” 


Rigid Steel 
CONDUIT 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 


“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White”—galvanized 
“Central Black” — enameled 


Central Tube Co. 


PITTSBURGH, PA. 
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R. C. A. and Brunswick Com- 
bine Facilities 

An announcement of importance to 

both the public and the radio and 

phonograph industry was made by 

David Sarnoff, vice-president and 

general manager of the Radio Corpo- 
ration of America, recently. 


Through an agreement signed be- 
tween the Radio Corporation and the 
Brunswick-Balke-Collender Co., phon- 
ograph manufacturers, millions of 
fans throughout the United 
States will receive for the first time 
operatic and musical programs ren- 
dered by famous artists who services 
hitherto have not been available to 
the broadcasting companies. 


radio 


The contract, which not only will 
effect a marked improvement in future 
broadcasting programs, but which in- 
volves the sale of combined Radiola- 
Brunswick phonographs, is accepted 
as the first definite indication that 
large interests in the phonograph in- 
dustry have now determined to com 
bine the best features of radio and the 
phonograph in a single instrument. 

Under the contract recently con- 
cluded, the phonograph 
gains the right to install Radiola re- 
ceiving sets in combination with 
Brunswick phonographs. In turn, the 
phonograph company will add_ its 


company 


share to the public service now ren- | 


dered by the principal broadcasting 
stations and aid the development of 
free broadcasting to the public, by 
permitting the stations of the Radio 
Corporation andthose of its manufac- 


turing associates, to broadcast from | 


the laboratories of the Brunswick com- 
pany during the periods when _ its 
artists are recording for phonograph 
reproduction, and to encourage these 


artists to aid the programs at other | 


times as well. 
* & # 


Steel City Tries New Sales 
Stunt 
An idea of the Steel City Electric 
Co., of Pittsburgh, is to send to con- 
tractors throughout the country a trial 
order blank for a general assortment 


of popular, quick moving products of | 


their manufacture. 

The trial orders, when returned, are 
forwarded to the jobbers indicated 
with request for confirming orders. 
Upon receipt of confirming orders 
from jobbers they make shipments 
from the factory or nearest warehouse 
stock direct to the contractors. 























$12.50 Retail 
VIOLETTA 
VIOLET RAY 


The Bleadon-Dun Company, originators 
of one-piece Violet Ray Machines, an- 
nounce their B. D. Laboratory Model, 
retailing at $12.50. Comes neatly packed 
in handsome carrying case with long cord 
Usable with both di- 
rect and alternating current and is guar- 
anteed to give complete satisfaction. It 
will quickly dominate the field. 

The only quick selling Violet Ray Ma- 
chine. Get our liberal prices on this ma- 
chine as well as our complete line retail- 
ing from $8.50 to $55.00. 


We manufacture the most complete line 


and socket plug. 























of Violet Ray machines on the market. 


This Complete Soldering Outfit 


Not an ordinary, sold- 
ering iron but a com- 
ser soldering outfit. 

esides the advantages 
of the Spring Handle, 
the thin construction 
of the B. D. Electric 
Soldering Iron makes it particularly adaptable for work in narrow spaces and is, therefore, 


Only $2.00 List 





the only soldering iron suitable for radio and telephone switchboard work. 
Made entirely of copper from accurate dies. 


The heating element is contained in a unit of one-piece construction, eliminating loose tips. 
Nichrome wire is used in the element. It is wound on, and insulated with high grade mica. 
Two piece plug used. 


Auxiliary tip may be clamped on any part of the heating element, to secure any angle or 


penetrate any small space for soldering. Heating element guaranteed for one year. 


Bleadon-Dun Co. 


Write for Liberal Discounts 


CHICAGO 


































213 S. PEORIA ST.., 





| 











~ Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 30. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 
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“AUTEX” Extension 
4 Reels 






TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 


The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 “‘Autex” Reels have given 
over two years satisfactory service. 


= te 


THE CINCINNATI SPECIALTY MFG. CO., Inc. 
Manufacturers 
1915-17 Powers St. CINCINNATI, OHIO 


















Reaches the job 
ready to install 


That Extra Speed 


IGHT down the line from 

leaving the mill until it is 
installed, you will find extra speed 
in Pittsburgh Standard Thread 
Protected Enameled Conduit. 


More speed on the job, more 
speed to your sales—and extra 
satisfaction right through. 


Speed and _satisfaction—these 
are yours on every sale of Pitts- 
burgh Standard. 


Enameled Metals Co. 


PITTSBURGH, PA. 




















Wickwire Made Vice-president 

Edward F. Wickwire, secretary of 
the Ohio Brass Co., Mansfield, Ohio, 
was elected a vice-president of the 
company at the annual election of 
officers held February 15. He has 
been associated with the organization 
since 1903, when he was placed in 
charge of sales in the Middle West 
territory. For several years past he 
has been secretary. Mr. Wickwire 
was previously connected with the 
Sterling Supply 





& Manufacturing , 


Co. of New York, manufacturer of | 


railway specialties, which absorbed 
the Meaker Manufacturing Co. of 
Waukegan, IIl., changing its name to 
the Sterling-Meaker Co. Following 
the merger Mr. Wickwire became sec- 
retary and general sales manager, 
from which position he resigned to 
affiliate himself with the Ohio Brass 
Co. 
x * x 
Lehman Resigns from Dicto- 
graph Products 

The Dictograph Products Corp. ex- 

presses regret at the resignation of 


Charles H. Lehman as president and | 


general manager. 


der his active management it was 
developed from a small beginning 
into a large organization. Mr. Leh- 
man has been interested in the radio 
field since the early days of the in- 
dustry. He has also been prominently 
identified with several other indus- 
tries, notably as a director of the 
Falls Motor Co. and of the Kookwik 
Products Corp. 
8 
Grounding Device 
An aluminum solderless grounding 
device has been developed by the Veco 
Manufacturing Co., South Norwalk, 
Conn. The device is similar to a lock 
nut with a projecting clamping device 
in which the ground wire is fastened. 
When threaded on a conduit it becomes 
an integral part of the conduit sys- 
tem. It is manufactured in sizes rang- 
ing from 1% in. to 6 in. 
a 
Rauland Moves to New Factory 
The Rauland Manufacturing Co. 
announces removal of its main office 
and factory from 200 North Jefferson 
street to 2650 Coyne avenue, Chicago. 
Considerably larger quarters are 
available for the manufacture of “All- 
American” radio and electrical appa- 
ratus. 


Mr. Lehman was | 
the founder of the company and un- | 










WE ROLL OUR OWN | 


SWITCH PLATES 


-.040 Gauge 
Round 


Toggle Plates {Oblong 













Combination 
Duplex Plates 
Nodoor Plates 
Single Plates 
Double Plates 
3-Gang Plates 















Unfinished or Superior Sprabrass 


Finish 








Standard 2-inch Fixture Chain 
Solid Brass 
Steel—Unfinished—Triple Plate 


Bronze Plate 


IMMEDIATE SHIPMENT 


Dallas Brass & Copper Co. 


820 Orleans St. CHICAGO 

















BRUNT 
HIGHEST DORCELAIN 


QUALITY 









Manafactured under 


license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 
Drive-it Knob 


Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN C0., 


COLUMBUS, OHIO 
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RENEWED 


Tungsten Lamps 


GUARANTEED FOR 
LIFE and EFFICIENCY 
LET US QUOTE 
YOU 














TYPE B J He aa 
10to 100 Watts Quick Deliveries 


SALEM LAMP CO. 


SALEM — MASS. 

















Electrical Testing Laboratories 
80th Street and East End Avenue 
New York City 


is equipped to render a 
test service on practically 
any electrical device made 
and in almost any quan- 
tity to jobber, manufac- 
turer, central station and 
dealer alike. 


KNOW—BY TEST 


oooh 


AIR - BLAST 





























A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 






Write us for details. 






THE PEERLESS 
ELECTRIC CO. 


Warren, Ohio 









WALGER 


CONNECTORS 


Do a better job 
in one-fifth the | 
time at one- 

half the cost. 


















No solder, no 
blow torch 
necessary. 










Makes _ every 
connection 
100% perfect. 


-§.H. STOVER & CO. 
PITTSBURGH, PA. 











Ernie Hedler Improving 


During the second week in January 


Ernie Hedler, Philadelphia district | 


manager for the American Wiremold 
Co., was stricken with typhoid fever 
complicated with an attack of pneu- 
monia. At first the doctors could 
concede him very little hope of recov- 
ering, but he has been making a game 
fight and at the present time his 
chances for recovery look very en- 
couraging. Mr. Hedler is well known 
and very popular among the mem- 
bers of the electrical industry in the 
east and his many friends are 
anxiously .awaiting news of his recov- 
ery. 
wey 2 
Bourn Rubber Under New 
Name 
On March first the insulated wire 
department of the Bourn Rubber Co. 


was taken over and operated by a 
new corporation, the Providence In- 


| sulated Wire Co. The personnel of 


the company remains the same, with 
the exception of Mr. Bourn whose 
interests are now directed to another 
channel. 

It will be the object and policy of 
the new company to maintain the high 
reputation the wire has had with the 
trade for 25 years and to increase fa- 
cilities for a greater output as con- 
ditions warrant. 

* ok x 


r ANS Poindexter Reorganizes Fixture 


Business 

The Poindexter Supply Co., Den- 
ver, Colo., expects to concentrate upon 
the Williamson line of lighting fix- 
tures and commercial lighting units. 
As a consequence it is holding an 
extensive stock reduction fixture sale 
covering miscellaneous fixtures. This 
sale extends to the last day of April. 
All retail sales which are made are 
being put through legitimate contrac- 
tor-dealers who patronize them. 


— + 


Amrad Adopts Allen-Bradley 
Products 


The American Radio Research 


| Corp., Medford Hillside, Mass., has 
| adopted the Bradleystat and Bradley- 


leak as standard equipment in all ex- 
pensive console and table models. 
These two Allen-Bradley products 
were selected and adopted after ex- 


| tensive research by the Amrad en- 


| gineers. 





9 
NO QUESTION ABOUT IT 


There’s Real Demand 
and Big Profit 


in Selling 





For Radio and Electrical Work 


THE NEW ALLEN 


Special Radio 
Sodering Paste 


Non Acid—-Non Corrosive 


Fluxes Best — Sells Best 


© tL R glo 9 mann Om @ 
SODERING SUPPLIES 
oYMoUULSISisUV WW NC. 


4586 N, Lincoln St. Chicago, Il. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Every Business 


of consequence ought to have proper card 
REPRESENTATION 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 S. Wabash Ave. 
705 Peoples Gas Bldg. CHICAGO 
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BELL RINGING TRANSFORMER 


Dongan Electric Manufacturing ey 


BELL RINGING & RADIO TRANSFORMERS 
Detroit.. Mich 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 











Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 



























Wrigley for Quality 










HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman S8t., Chicago, IH. 








Meehan Established in 
St. Louis 


F. X. Meehan, who has sold appli- 
ances for many years, is established in 
St. Louis, operating the Meehan Elec- 
trical Appliance Co., handling the Sav- 
age washer, the America cleaner and 
the Deming ironing machine. He was 
formerly associated with C. F. Cooper 
in Detroit, selling the Conlon washer. 
His present activities grew out of his 
experience in selling the Savage washer 
and the Deming ironer at the Hudson 
store in Detroit. Prior to his Detroit 
connection he was for three and a half 
years with the Domestic Electric Co., 
of St. Louis. Mr. Meehan is an in- 
ternal combustion engineer by training 


and an appliance man by choice. 
* * 


Heavy Duty Portable Cord 

A heavy duty portable cord with un- 
usual tensile strength has been devel- 
oped by the United States Rubber Co., 
1790 Broadway, New York, for use 
under severe conditions. The No. 18 
size will withstand a direct pull of ap- 
proximately 400 to 450 lb. It contains 


| 41 strands No. 34 B. & S. gage copper 
| wire and has polarity identification 


through the color of the compound 
used. The two conductors are twisted 
together and the interstice filled with 
cotton yarn to make it round. A light 


| braid is then applied, and a special 


rubber compound is used for the outer 
jacket. 


* *« * 


Latest Trade Literature | 


Curtis Lighting, Inc., Chicago, III. 
—A folder of “Eye Comfort” publi- 
cations for loose leaf binders, and 


some of them attractively printed in | 


three colors, has been issued, on win- 
dow lighting, how to light auditori- 
ums for conventions, public building 
illumination, ete. 


Hart & Hegeman Mfg. Co., Hart- 
ford, Conn.—A new catalog has been 
issued devoted wholly to H & H 
radio parts. This line is distributed 
through radio and electrical supply 
jobbers. 

Partrick & Wilkins Co., Philadel- 
phia, Pa.—New catalog on low voltage 
signal systems such as hospital nurse 
call, school house, hotel, etc. 

The J. B. Terry Co. of Cedar 
Rapids, Ia., has recently changed its 
name to the Terry-Durin Co. The 
firm continues under the same man- 
agement at the same location—411 
Seventh avenue. 






~OUNG srowN.ON'Ss 


RIGID STEEL 
CONDUIT anv FITTINGS 


The Steelduct Company 


Youngstown, Ohio 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 


POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St.,: 
New York " Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 



























































NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


J SEND FOR BOOKLET CONTAINING~ 
SS Vee e 
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The dielectric strength 
test of Firestone 
Friction Tape is an 
alternating potential 
of 1000 volts having a 
frequency of 60 cycles 
for five minutes with 


no breakdown of 
tape. Average break- 
down does not occur 
until 1600 to 1900 
volts is reached. 























Tests Like This 


Insure Uniformity of Product 
—Satisfaction of Users 

From the electrical engineer in charge of a 
great project down to the man who buys for 
handy use around the house, the value of a 
thoroughly reliable friction tape is appreciated. 

There is an almost unlimited demand for 
Firestone Friction Tape—sold under the 
Firestone name because it is reliable and has 
fulfilled and gone way beyond the most exact- 
ing tests of the Government and the electrical 
industry. 

Its dielectric quality, its tensile strength, its 
uniformity of strength and adhesive power, its 
resistance to deterioration, freedom from corro- 
sive sulphur and other advantages prove Fire- 
stone Friction Tape superior for every purpose. 

Leading electrical jobbing houses and their 
customers both realize the protection and high 
quality assured by Firestone standards of man- 
ufacture. For average use it comes in handy 
cartons, easily identified by the Firestone name. 


Hardware stores, dealers in electrical 
goods, etc., find it easier to sell this 
branded tape for general handy use. 
The name on the carton says ‘‘Highest 
Quality”’ to every customer. 







































restone 


FRICTION 


TAPE 
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No. 7111, single 
cell, 124 volt 


Fahnestock Spring 

Clips on No. 7111 

at no extra cost 
to ‘you. 





To Jobbers and Jobbers’ Salesmen: 
Practically every radio dealer in 
America sees an advertisement 
like this from one to eleventimes 
a month. 








EVEREADY 





EVEREADY 


Radio Batteries 
—they last longer 


“EVEREADY | 


DRY CELL 


RADIO 
‘A BATTERY 


1% VOLT UNIT, 4 CELL POWER 





PATENTS APPLIED FOR 


No. 7411, four-cell 
power, 1}2 volt 


ORY CELL 


-ERADIO 
A BATTERY 
iv2VOLT UNIT 2 CELL POWER 


foe other purposes.“ Greast 

THE LONG SERVICE BATTERY 

NATIONAL CARBON CO. Inc. 
new YQRR, 9.¥ 


+ eae caReeeaet 


No. 7211, two-cell 
power, 124 volt 








The Popularity of the Eveready Radio “A” 
Dry Cell is growing like wildfire 


ECAUSE it lasts longer and gives more 
satisfaction to the radio user— 
Because it is backed by a national adver- 
tising campaign in general magazines, radio 
publications and newspapers— 
Because thousands of people are buying 
new radio sets every day— 


The Eveready Radio ““A” Dry Cell is the 


dealer’s best bet to-day. 


Remember this is a special purpose cell. 
Its only function is to light the filaments of 


purpose uses, and the usual initial amperage 
test has much less significance in determining 
the value of a dry cell for radio use than for 
any other purpose. 

It is a specialized cell, so highly special 
that you can tell your customers that they 
will get from 25 to 125 per cent more “A” 
Battery life from it than from the usual 
general purpose dry cell, depending on the 
tubes used and the amount of listening done. 


The Eveready Radio “A” Dry Cell is the 
fastest-growing and fastest-selling radio dry 








dry cell tubes. The service required of a 
radio dry cell differs materially from chat 
required of dry cells developed for general 


cell on the market to-day. Stock it—display 
it—sell it! Ask your jobber. 
Manufactured and guaranteed by 


COMPANY, Inc., New 


Headquarters for Radio Battery Information 
Canadian National Carbon Co., Limited. Factory and Offices: Toronto, Ontario 


EVEREADY 


NATIONAL CARBON York—San Francisco 





the EOWIN KE. Gui COMPANY 


DESIGNERS-ENGINEERS-MANUFACTURERS 


Lighting Equipment 








Keep Bill Smith in mind 
when you go out selling J. S. 


Bill’s a typical electrical goods dealer—the kind who 


helps you hang up sales records that keep the boss 
smiling. 


And when he buys from you, he buys more than 
mere merchandise—he buys sales. 


That’s why he’s glad to listen when you talk Bras- 
colite. For he knows that Brascolite is the fastest- 
selling lighting fixture in the world, and that the 
profit-margin is unusually good. 


And then there’s Aglite and Magic-Lite — together 
with the complete line of Guth porcelain enameled 
lighting units—which also go over big with Bill. For 
they’re so easy to sell—their permanent finish 
makes them so easy to clean and keep clean. 


Each month Bill reads our advertising in his favorite 
trade papers. He’s practically sold when you walk 
in, and it doesn’t take much time or argument to 
close with him. 


And don’t forget—we’ll be glad to back you up with 
plans and designs when you need real help to land a 
large or small building installation. 


No obligation, of course. 


THE EDWIN F. GUTH COMPANY 
ST. LOUIS, U. S. A. 


Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company 


BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit Los Angeles 
Minneapolis New Orleans New York Omaha Philadelphia Seattle 


Notice the Lighting Fguipment 








